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ariff—*AS YOU WERE” 


Industry Stunned by Ways and -Means Committee Report 
Ignoring Organization Demands 


Congress by the Ways and Means Committee, 

Tuesday, May 7, was entirely satisfactory to the 
group insisting on free hides and skins-—-the raw ma- 
terial of the leather and shoe industries. Not so satis- 
factory were the schedules on finished leather and boots 
and shoes. 

After months of preparation of briefs, presentation 
before committees and subcommittees of the Ways and 
Means Committee, the shoe and leather industries get 
the first verdict in Paragraph 1710—Boots and Shoes 
made wholly or in chief 


ike proposed Tariff Act of 1929, presented to 


other material 35 per centum ad valorem; moccasins 
made wholly, or in chief value of leather, 30 per 
centum ad valorem. 

The shoe and leather industry had an opportunity to 
express itself in major opinion through its chief asso- 
ciation spokesman present in New York at the Joint 
Styles Conference. 


AROLD C. KEITH, president of the Boot and Shoe 
Manufacturers Association, said: “You all know 

that the Tariff Bill was presented yesterday and 
that all three com- 





value of leather—free 


ponent parts, hides and 


skins, leather and 
shoes, were retained in 
the bill on the free list. 
Naturally, our associa- 
tion is pleased that 
hides and skins can be 
kept on the free list, 
because it would be a: 
serious detriment to 
our business if a duty 
was placed on hides 
and skins raising the 
cost of shoes and hurt- 
ing our volume of 
business. 

“We naturally are 
not happy that the 
Ways and Means Com- 
mittee could not see 


schedule; all finished 
leather—free schedule ; 
raw and uncured hides 
and skins—free sched- 
ule. 

Under Schedule 15 
Sundries, Par. 1405 be- 
comes 1505: “Boots, 
shoes, or other foot- 
wear, the uppers of 
which are composed 
wholly or in chief value 
of wool, cotton, ramie, 
animal hair, fiber, ray- 
on, silk, or substitutes 
for any of the fore- 
going, whether or not 
the soles are composed 
of leather, wood or 


Inside information reveals conflict between sub- 
committee and full Ways and Means Committee, 
and as a result, report submitted to Congress 
left tariff’s schedules as they were in 1922. The 
leather and shoe industries now occupy the 
unique position of being the only major indus- 
tries in America—completely free. One trivial 
item “Leather moccasins 30 per cent ad valorem 
duty” the only insertion in the new schedules. 
The battle of shoe tariffs now goes into the House 
and Senate and a grand free-for-all fight. 


BOOTS AND SHOES—FREE SCHEDULE 
HIDES AND SKINS—FREE SCHEDULE 


FINISHED LEATHER—FREE SCHEDULE 
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0A Glorified Styles (' onference 


All-Industry Meeting Indicates Most 


(Colorful Fall Season Ever 


HE Joint Styles Conference gathered into fellow- 

ship this week, with a thousand and more enthu- 

siastic cooperators. They met to build a common 
platform for leather and shoes for fall and winter. A 
two days’ session stepped out of the amateur class to a 
very professional presentation of advance thoughts on 
fashions in footwear. There were present merchants, 
manufacturers, tanners and men and women in all fields 
of effort leading up to and into the shoe store. Such a 
gathering was never assembled before. 

For setting, the Grand Ball Room of the Hotel Astor, 
filled with displays of leather, illuminated with daylight 
lamps, as the official fall opening of the leather season 
of the American Tanning Trades. The conference rooms 
on the eighth floor were in operation on the first day for 
the detailed specification of the style platform to be 
considered on the morrow. The big session in the Louis 
XV Room, directly adjoining the leather displays, had 


as its centerpiece a runway, 60 feet long, chairs for the 
models, fabrics for evening wear, palms and flowers, 
music and spotlights. 

An unusual opening came through the broadcasting 
tubes as follows: “This is Station N. S. R. A. coordi- 
nating with Stations T. C. A. and N. B. and S. M. A, 
operating on a merchant road-length of approximately 
50,000 miles. Our program consists of the departure of 
old stuff and the creation of new. In thirty seconds this 
limited express starts on its several hours of style educa 
tion. Though the broadcaster was invisible the voice 
of John C. McKeon was apparent. 

Officially the meeting was opened by Gordon C. Mc 
Neil, chairman of the N. S. R. A. styles committee. 
who announced a definite picture showing of the fall 
season. He introduced President Geuting, who said 

“We are here today to stabilize the industry on the 
question of style, so that our work may be more | rofit- 








able, 1 
so tha’ 
ufactu 
with 
greater 
“Mig 
make t 
Scientif 
large th 
method 
nomical 
sumer j 
of the 
leather 
Price t 
changin 
“Unt 
will ne 
Scientifi¢ 
father 1 
intellige 
the purf 
for a $] 
Scienti fi¢ 








r the 
wers, 


isting 
yordi- 
[. A. 
nately 
ire of 
is this 
chica 
voice 


. Me- 
nittee. 
e fall 
| 
yn the 
{ rofit- 


May 11, 1929 





FLuman 


olor 


able, may be more scientifically directed in unison an.| 
so that when the season ends the retailer, the shoe man- 
ufacturer and the leather man can report clean stocks 
with greater achievements and more prosperity with 
greater economy to the consumer. 

“Might I also add a little thought here? 
make too great a fetish of a fixed price; that it is un- 
scientific to establish in the minds of the people at 
large that a certain set price is a great achievement. This 
method of merchandising is not scientific; is not eco- 
nomically sound for the value of the shoe to the con- 
sumer is a composite proposition and the intrinsic value 
of the shoe itself only plays its part. Then, too, if 
leather goes up or down, we are saddled with a definite 
Price that does not lend itself to the elasticity of the 
changing market conditions. 

“Until we remove this fetish from the shoe trade we 
will never conduct our business as successfully or as 
scientifically as we should. To illustrate: I would 
rather pay $10.00 for a $5.00 shoe that is sold to me 
intelligently, fitted on my feet accurately and answers 
the purpose for which I want to use it than to pay $5.00 
for a $10.00 shoe that misses, because the service is not 
scientifically rendered. I would rather purchase my 


That we 


ard R. evealed 
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| Each model dressed 
from top to toe in offi- 
cial colors—Beechwood, 
Sierra Brown, Prado 
Brown, Chocolate 
Brown, Autumn Green, 
Chianti Red, Nautical 
Blue, Antique Purple, 
Blugray 3 
se 


shoes from an 
intelligent and 
reliable merchant 
who insures this 
service and 
whose promises 
of certain satis- 
faction can be depended upon so that should a mistake 
take place, I can go into this store as cheerfully to get 
an adjustment as if I were purchasing another pair of 
shoes. 

“Opportunists’ prices and opportunists’ methods can- 
not be regarded and should not be thought of as per- 
manent institutions ; they will never take the place of the 
business that is soundly built for service, dependability, 
reliability and which serves the people on nothing less 
than a reasonable net profit basis. Such merchants 
throughout the United States will uplift the industry 
and make it more prosperous and satisfactory to the 
consumer.” 

Harold C. Keith, president of the National Boot and 
Shoe Manufacturers, expressed the belief that the styles 
conference was the great forerunner of true cooperation 
in the shoe and leather trades, and that forecasting and 
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Women’s Footwear 


HE official colors for shoe buttons and fabrics have been selected by the Allied Shoe Committees as standards for Fall and 

Winter, 1929. In presenting a color program for guidance of the shoe retailers of the United States for Fall, 1929, 

the National Shoe Retailers Association has had the advice and cooperation of the Textile Color Card Association of th 
United States, Inc., of shoe manufacturers, tanners, travelers and representatives of the hosiery industry. 


The names of the colors are in accordance with the standards established by the Textile Color Card Association of the United Ps 
States, Inc., on the American color cards. For the purpose of standardization as well as stimulation these names should be use: 


in designating the colors of upper stock. 


Selection of the colors on this card was made after a most careful study of the indicated trend in the wearing apparel trad 


for next Fall season. 


PREFACE LA 


as In the preparation of this style report, the committee has given careful consideration to the business and seasonal climatic coni- HE 
ditions that exist in different sections of the United States, and its conclusions have been arrived at with the aim of making the: 
recommendations reflect the trend of fashion in footwear, and to be of practical help to the retail shoe merchants of the countr 


It is urged that each retailer measure his requirements in accordance with his own local conditions, and exploit the proper leather 


shades in accord with local seasonal stages. 


The report is based upon expert counsel obtained from leading fashion stylists and becomes, therefore, a thoroughly authentic 
fashion forecast. Special attention is directed to the footnotes particularly as to volume sellers in lower priced footwear which are 


not always in accord with correct fashion. 


These recommendations have been divided into two periods, namely, Early Fall and Late Fall and Winter, thus making it 


possible for the colors and materials recommended in their proper place in the catalog of style, to be bought and merchandised with 


this thought in mind. The 
“ie l 
It is important to note that the three fashion rules of costume harmony indicate that the shoes may contrast or match the = 
costume or match the accessories, such as hat, bag or jewelry. Third, it may match the fur. If in doubt use a darker shoe. 
y Merchants should analyze these recommendations in the light of their own community needs following the general trend herein PA’ 
given. 
STYLEFUL TYPES FOR STREET AND AFTERNOON WEAR LAS 
For Early Fall Selling ~~ 
PATTERNS: COLORS: 1 
1. Straps. 2. Pumps, Step-ins and Buckle Effects. I edominati with some lighter y 
3. Dressy Oxfords and Ties. :. — shades predominating, 
LASTS: Present types. ' 2. Black. ; eS 
From a style viewpoint brown is listed first, but black, 
HEELS: 15/8 to 21/8 engl : PAT 
; tent, will undoubtedly be a greater 
Note: The type of the shoe should determine the shape of et oa on eo 4 C 


re heel. There is a growing tendency to a higher Cuban 
el, 


MATERIALS: 
1. Kid. 2. Reptiles (genuine and simulated). 
3. Suédes. 4. Patent. 
Note: Fabrics are recommended for afternoon bridge, teas, 
etc. 


volume seller.) 


3. Blue (Nautical and other dark shades). 

Note: Metal colors of copper and steel should not be over- 
looked. 1 
Attention is called to the official colors shown on the inside 
front cover, in matching costumes and accessories, notably 
green, dark red and dark purple, and attention is also called 
to the gray range. 
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For Late Fall and Winter 





PATTERNS: MATERIALS: 
as recommended for early Fall. 1. Suédes. 2. Reptiles. 3. Kid. 4. Patent. 
LASTS: 
Same as recommended for early Fall. COLORS: 
HEELS: Same as recommended for early Fall, with 
Same as recommended for early Fall. special attention directed to the footnotes. 


SHOPPING FOR 





TYPES FOR GENERAL USE FOR STREET AND SERVICE 








{1 and 
1929, TOWN AND COUNTRY 
»f the 
For Early Fall Selling 
Jnited PATTERNS: MATERIALS. 
> used 1. Oxfords and tie effects. 1. Kid and light weight calf. 
2. Strap effects. 2. Reptiles (genuine and simulated), all over and in combi- 
ates 3. Gore and buckle effects. nation. 
Note: Attention is called to the tailored pump with a high 3. Suédes. 
Cuban heel of leather or covered wood. 4. Patent. 
LASTS: Note: These leathers are all enhanced by contrasting trims, 
Present types. reptilians, etc. 
C con- SPECIAL NOTE: Inasmuch as style features are 
HEELS: COLORS: rapidly developing in the realm of corrective foot 
these wear and preventive footwear, retailers must excr- 
untry. 12/8 to 17/8. . . 1. Brown. cise individual discretion in buying these types. 
Note: Aitention is directed to the smartness and growing 2. Black. We recommend following as closely the materials 
eather popularity of the high Cuban leather heel. 3. Blue. oa oe 
Attention is called to the official colors in matching costumes 
thentic and accessories, notably green, dark red and dark purple, and 
ch are attention is also called to the gray range. 
pe é For Late Fall and Winter 
The same recommendations made for the early Fall period as to Patterns, Lasts, Heels, Materials and Colors are applicable to the 
* late Fall and Winter. 
- ne 
: EVENING SLIPPERS 
herein PATTERNS: 3. Black fabrics, with gold or silver piping or trimming. 
1, Straps (including sandals). 4. Silver and gold kid. ; 
2. Pumps, trimmed and plain. — The — shoe — yp peso oF . 
L : . ttention ts called to possibility of combining crepe, moire, 
ao 69 : omernbaelg brocades and silver or gold kid. 
: /8 and up. Q Bright, solid-colored slippers such as the colors homard, 
MATERIALS. ; , : brilliant Capucine, jade green, Persian turquoise and wis- 
1. Dyeable materials (including crépe, satin and brocades). taria, recommended on the color card for evening shocs, will 
lighter 2. Multi-colored brocades. be worn with black or white costumes. 
la ACTIVE SPORTS WEAR 
greater PATTERNS: MATERIALS. oe 
Oxfords, Prince of Wales types and straps with brogue Tan and brown and smoked elk leathers and combinations 
and sport effects. with grain and reptilian trimming. ; 
Note: Attention is called to the Kiltie tongue type, and to Note: Attention is directed as a high style note to buckskin 
> over- the moccasin type oxford, according to locality, also to the and suéde in the brown and gray ranges, with calf and rep- 
= Friar type shoe. tilian trim. 
inside LASTS: As the standards of living are improving, footwear for 
votably Present types. winter sports finds a more important place in every shop. 
called HEELS: All sports are on the increase—such as golf, hunting, riding, 
8/8 to 12/8. hiking, skiing and all outdoor activities. 
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Men’s Footwear 


DAY WEAR 


TYPES: 4. Corrective lasts, 
Increasing in style importance. 


Same as year ago—Oxfords. No apparent increased ten- S. Stagle lasts. 


dency to high shoes. 


COLORS: 
LASTS: Saratoga Tan, Copper Tan, Ruddy Brown, Nicotine, in calf. 
1. Medium broad (brogue effects). Durham Brown, Trotteur Tan, in kid, with a tendency 


toward darker, rich, live shades. Blacks will continue. 


2. French types. 
Heavier smooth and boarded leathers. 


Definite narrowing tendency toward narrower toes LEATHERS: Calf. 


throughout. Kids. Grains. 
3. American custom, HEELS: 
Racy types, medium toes, narrow swing. Leather and rubber. 


INFORMAL WEAR 


TYPES: Oxfords, with or without straight tips. LEATHERS: Black calf and patent. 
LASTS: Medium and narrow. HEELS: Leather. 


FORMAL DRESS WEAR 


TYPES: Light weight, plain toe, oxfords and pumps. LEATHERS: Black patent. 
LASTS: Medium and narrow. 


IMPORTANT FOOTNOTE 

The design of Fall oxfords will be influenced by the wide popularity of men’s Summer sports footwear, worn so freely as 
Street shoes. Active outdoor sports are all on the increase, which call for shoes of the more rugged type and material. The style 
committee earnestly suggests a decided change from the Summer types to the Fall types of shoes, such as styles which incorporate 
heavier punchings, perforations and pinkings; sturdier soles and upper leathers. Spats are increasing in popularity in all grades, and 
are properly worn with both black and tan shoes. 

Coordinating with the men’s style committee were representatives of the National Clothiers and Furnishers Association, the 
Wool Institute, and manufacturers of men’s apparel, who presented data of the accepted colors for Fall suitings which forecast the 
following percentages: 


DE ils ss in din aio bun ¢ 64-810 bndutanee ees 41 
IN UT oo. 55 oS oS UE Dey. 0 oe a 38 
Se iden yeah eds ating ic Oo baked aeelena woe 19 
rs aa edadeeaeees 2 


These figures should be taken into consideration by the retailer when planning his Fall and Winter buying. The committee 
urgently calls to the retailers’ attention the fact that tan shoes can be correctly worn with grays and blues and miscellaneous shades 
but must be worn with tan. Black shoes should not be worn with tan or brown clothing. 


NOTES ON THE MASCULINE ENSEMBLE 


Of importance to manufacturer and retailer is the forecast that men’s trouser bottoms will remain at 18 inches. 

Patterns in suitings for the most part will be subdued, although the color range in tans and browns will be in rich, live shades. 
The percentages shown above are gathered by the Wool Institute representing all the American mills which make the majority of 
the worsteds and woolens for American consumption, and may be accepted as an accurate gage of Fall clothing for men. In the 
realm of haberdashery, ties and socks will appear in subdued tones but with a decided shot of color. The tendency toward racier 
patterns in men’s clothing reacts in men’s footwear in the matter of narrower toes and trim lines. 
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Juvenile Styles 


FOR SCHOOL AND SPORTS WEAR 


PATTERNS FOR JUNIOR MISSES (SIZES 11% TO 2) PATTERNS FOR MISSES (SIZES 2% TO 7) 
AND CHILDREN (UP TO SIZE 11) a 1. Oxfords, including moccasin types. 
1. penned plain toe and shield tip effects (with soft 2. Prince of Wales and open-throat ties. 
2 Moccasine 3. Strap effects. 
3. Prince of Wales and cpen-throat ties. 
4. Strap effects. 
5. High shoes, depending upon locality. 


LEATHERS FOR JUNIOR MISSES (SIZES 11% TO 2) 
AND CHILDREN (UP TO SIZE 11) 
1. Elks; boarded leathers of tan and smoke. 
2. Patent leather. 
3. Black calfskin. 
Footnote: The committee recommends flexible soles to be 
used largely for school and sports. 


May 11, 1929 









LEATHERS FOR MISSES (SIZES 2% TO 7) 
1. Boarded leathers; tan and black. 

2. Elks. 

3. Smooth calf; 


4. Patent leather. 







tan and black. 






HEELS FOR MISSES (SIZES 2% TO 7) 
8/8 to 11/8. 


FOR DRESS OCCASIONS 
PATTERNS FOR JUNIOR MISSES (SIZES i TO 2) LEATHERS FOR JUNIOR MISSES (SIZES 11% TO 2) 
AND CHILDREN (UP TO SIZE 1 AND CHILDREN (UP TO SIZE 11) 
1. Patent leather. 
2. Novelty leathers with reptile trims; 
tions. 







1. Straps. 
2. Ties. 
3. Gore-pump effects with tongue and buckles. 


suéde, and combina- 













HEELS FOR MISSES (SIZES 2% TO 7) 






PATTERNS FOR MISSES (SIZES 2% TO 7) 






> — 8/8 to 11/8. 
. Lies. 1. Covered heels. 
3. Gore effects. 





2. Leather heels. 





4. Step-ins and pumps. 
LEATHERS FOR MISSES (SIZES 2% TO 7) 
1. Patent. 
2. Reptile trims. 
3. Reptiles. 
4. Suédes. 





Note: Shoes for the modern miss (sizes 24% to 8)—The ad- 
vanced type of girl asking for shoes approximating women’s 
styles, should carry heels from 10/8 to 13/8. 







Junior Boys’ and Boys’ 


Junior Boys’ Sizes, up to 2. 
Boys’ Sizes, 24% to 6. 


FOR SCHOOL AND SPORTS 
FOR DRESS OCCASIONS: 








PATTERNS: 








3. Boarded leathers. 


1. Oxfords and moccasin types. Patterns 
2. Sports types. Oxfords. 
3. High shoes. Leathers 
LEATHERS: Patent leather and black calf. 
1. Grains. Note: Beyond size SIX either refer to men’s department or 
2. Elks. carry a lower priced line of men’s shoes in the boys’ de- 


partment. 














IMPORTANT NOTE ON JUVENILE STYLES—The new spirit that has come into the Juvenile Department, calling for 
higher style, closer attention to detail and greater selection, is more generally realized by the trade. In consequence, attention must 
be paid to novelty styles as presented from time to time, but should be governed by the individual requirements of the locality and 
the discretion of the merchant. This does not permit of specific recommendations here. Attention is again drawn to the present 
official classifications and size runs: 







Nike Woe ddnshedadaeay so one Sizes up to 11. 
CME «|... scscbdaduconssewes Sizes 11% to 2. 








ta ER ap ar Sizes 2% to 7. 

2 RS er ee Sizes 2% to 8. 
ER a ee Sizes 9 to 2. 

isang Go aR rads Sizes 2% to 6. 
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Getting More Shoes Sold Right 


























Small Stores Lead ° 


T is estimated that there are 1,500,000 stores in Amer- 
ica, and one of the outstanding advocates of a con- 
tinuance of the little store as a service station of the 
small community has made the statement, “Whether 
these stores are independent or dependent, successful or 
unsuccessful, is not the principal point at issue, for in the 
small store we have the greatest training school for the 
coming merchants of America. 

“In all probability 35 per cent of these stores are hope- 
lessly inefficient, and have no excuse for existence, but 
they are there and they may eke out the income of the 
family and will continue to be part and parcel of the 
distributive machinery of the products we consume and 
utilize in America.” 

It is interesting to see the picture of business at retail 
and the chart prepared for the Department of Com- 
merce shows: 


Independent stores...... $25,200,000,000.... 61.25% 
Department stores ...... 6,500,000,000.... 16.00% 
Cee WOUNOE io cscs es 6,200,000,000.... 15.00% 
Mail order houses....... 1,410,000,000.... 3.50% 
Company-owned stores .. 800,000,000.... 2.00% 
House-to-house sale ..... 800,000,000.... 2.00% 
Consumers coopera- . 
tive stores............ 100,000,000....  .25% 


This table clearly shows the business of this country 
at retail, its estimated volume, and its percentage and 
the relation of each volume of distribution to each other. 
Each of these forms of distribution has a place in the 
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scheme of merchandising, and it is obvious to anyone 
that they will not be displaced. Changes will come, in- 
creases in certain divisions and decreases in others. 

But the proof is here that there is a place for all forms 
of distribution, and the one that serves best profits most. 
If the public buying power produced by high wages con- 
tinues, it is obvious that there is a place for all of these 
forms of distribution. The chain store in its growth 
depends upon mass production, and the individual store 
will base its growth on the personal element and increase 
of selective consumption. 

There is now a great need, particularly in shoes, for 
organized knowledge of human wants and on the part of 
the merchant better goods and better prices and better 
service. The greatest progress will be made in increasing 
the pull from the consumer, rather than the push from 
the producer. One want satisfied makes way for an- 
other. A constantly larger number of people want more 
things, and in the solution of that economic problem 
comes the progress of American marchandising. 


Stimulants for Summer 


ANY shoe men—now in market—are searching for 
stimulants for summer business, and with great 
success. This seems to be one year that holds promise 
of a real summer business at retail. It will be possible 
in June, July and August to sell more vacation footwear 
than ever before. 


The fundamental industries of this country are en- 
joying real basic prosperity. It is a prosperity of the 
wage envelope. Workmen producing more are mak- 
ing more money, and it looks as though America is 
stepping into its “most spending” summer. 

Reservations made for travel and vacation leisure 
are greater this year than ever. The great increase in 
sale of automobiles in the first three months of this 
year indicates a corresponding search for the joys of 
leisure on the highway, and we will, in all probability. 
see the greatest recreational summer on record. 


In preparation for this demand, which necessaril\ 
means new and styleful shoes, these shoe merchants are 
in market. 

It can also be said that more price merchandise is 
available this season for bargain basement sale than has 
been true in several seasons. 

If a chart were to be made of the making and mer- 
chandising of footwear this year, it would not stand 
parallel with the increased business in other lines. It 
would show that shoes, made in a hurry, add to “dis- 
tressed merchandise.” 

Any merchant knows that it is easy to buy and promis‘ 
to buy, while it is hard to sell. But certain stimulants 11) 


’ the way of new merchandise and new price opportunitie- 


to the public practically insure a better summer busines; 
for the shoe trade this year. 
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More Customers “‘forever”’ 


F all the Chinese in the world were to march four 

abreast into a tremendous shoe store, they would 
never finish passing, though they marched forever and 
ever. This statement from “Believe it or Not” is based 
on the United States Army Marching Regulation Stand- 
ards—so figure it out for yourselves. 

It is likewise true that if the Chinese adopted shoes 
of leather, there would not be enough hide and skin ma- 
terial in the world to cover the footwear wants of their 
and our world. 

Things are changing. Living conditions are improv- 
ing. More people in the world are enjoying that emblem 
of civilization—the manufactured shoe. 

The world’s wants are increasing, and yet, here in 
America, we see one industry that has practically put 
a Chinese wall around it. The effort to sell our shoes 
in export markets is yearly less and less. We have 
given to the infant country of Czechoslovakia our 
wide-world markets, because we are too busy at home. 

We hear a new principle expressed in Washington, 
“Home markets belong to the people of the United 
States.” The alibi may be a form of recompensing the 
farmer by shutting out all foreign foodstuffs, but its 
application is also industrial. Any great market, trading 
in ninety billion dollars’ worth of commodities yearly, is 
worth holding on to. But to depend upon it alone is not 
sufficient. The wide world will soon come to need our 
commodities fully the equivalent of that price, and one 
of the commodities at 
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of mass production in giving millions of people outside 
of our country the best shoe made? The next step for- 
ward for industry at large must, therefore, come through 
export. Let us not also adopt the Chinese custom of 
“foot binding,” in its modern application of binding our 
production to American use alone. To be “hide bound” 
is to be “head bound” as well! Let’s expand abroad. 


Prison Made 


LOWLY but surely the contract system of making 

goods in prison (to compete in free markets) is 
being abolished. Within five years, by national legisla- 
tion, the system will be forced to confine itself to insti- 
tutional usage. 

The public has a natural prejudice against prison-made 
goods. But it has not been possible to stop this un- 
healthy competition entirely. Five years hence a law 
will go into effect making the branding of such mer- 
chandising compulsory. 

At present the process of education is going on so 
that a broader view of prison work is being taken by 
manufacturers and labor. The criminal and the unfor- 
tunate must be taught some handicraft, and it is 
acknowledged by everyone that their training is part of 
a sound system of correction. 

As population increases the need and use for all sorts 
of goods in the institutions of the state warrant the 
efficient operation of prison shops, both as an economy 

to the taxpayer and as a 





least should be shoes. 
Most of our export 
business is done with the 


true method of instruc- 
tion for the inmate. Of 
what value is it to train 


countries engaged in + 


mass production on their 
own parts. Their people, 
making articles, learn to 
barter and sell so that 
workers at home can, in 
turn, buy more articles. 
The shoe lends itself to 
mass production, as does 
any article that is ma- 
chine made. Hundreds 
of thousands of units of 
footwear can be pro- 
duced if there is the de- 
mand. A footwear- 
hungry world needs more 
shoes—why not ours? 
Increasing the produc- 
tion is possible if de- 
mand is stimulated. If 
the American saturation 
point is approximately 
three and one-half pairs 
per person, per year, why 
not utilize the principles 





The Reason Why 


BROADWAY SHOE STORE 
Newport News, Va. 


We consider the Boor anp SHOE REcoRDER 
the leader of all shoe trade journals and know 
that it is one of our best assets in conducting our 
business. We do not see how any merchant can 
afford to be without it. It makes for better sales- 
manship and better co-operation throughout the 


store. 
(Signed) D. D. MARTENS 
* * + 


That Mr. Martens considers the Boot ANp 
SHoE Recorper the leader among shoe trade 
journals is a source of the deepest gratification. 
But leadership carries with it the penalty of 
staying out in front after getting there. We 
must dedicate ourselves anew—and we do so 
dedicate ourselves—to a policy which will give 
to the retail shoe industry the impetus necessary 
to make it, also, a leader among the retail in- 
dustries of the country. 


President. 








a man on obsolete ma- 
chinery, run at a slow 
rate of speed, so that 
that individual, when 
released, finds employ- 
ment impossible. 

Many shoe men have 
given of their time and 
attention to the proper 
development of the con- 
vict laborer, so that he 
might later be brought 
back to “free life” as a 
useful citizen. 

A recent conference of 
the Associates for Gov- 
ernment Service did 
much to clarify prison- 
made standards. Shoes 
are a commodity in 
prison work, and what 
free industry must safe- 
guard is the proper pro- 
portion of shoe making 
to other commodities. 




















































HAT’S this country coming to? That question 
Wow be answered definitely from the stand- 
point of the shoe business in this way: This 
country is coming to—the merchant with the backbone! 
Taking a broad view of the situation any observant shoe 
man will note three significant facts: 

First. The country’s standard of living is grading up 
in all lines. 

Second. The independent shoe stores that are out- 
standing and successful are those that have graded up 
rather than down, have stressed service rather than price, 
and have sold dependable shoes at a good, stiff mark-up. 
Third. Competition is greatest and failures most fre- 
quent in the lower grades. 

Notwithstanding these facts, we note a tendency 
among some of the weaker kneed brethren to attempt 
to “meet competition” by lowering their grades. There 
may be isolated instances in which this is justified, but 
in general it is the first move toward stepping down and 
out of the picture. 

There lives not a merchant who does not encounter 
some “‘price resistance” among his customers. Lowering 
grades only increases it. The lower you go the more 
competition you “meet.” 

Selling cheap shoes builds nothing but a name for 
cheapness. Any man should think carefully before he 
makes a move that will earn for himself the reputation 
of selling the worst shoes in town. 





A prestige which has taken years to build may be 
toppled over by one short season of “meeting competi- 
tion” with cheap shoes. 

J. E. Miller, president of Miller & Paine of Lincoln, 
Nebr., once made a statement on this subject that should 
go down as a classic. An employee had just told him 
that he thought they were losing trade because “every- 
body says we have the reputation of being a high-priced 
store.” To which Mr. Miller replied: 

“T have often heard that before and I am glad to hear 
it again. Remember this: When we lose our reputation 
of being a highpriced store right then will we cease to 
be the leading store in this community. 

“We know that we do not ask too much for our mer- 
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CVONG the 


Easier to Achieve Success by Grading Up Than by Grading 
Down, Says This Author 


each of 


By MURRAY C. FRENCH 


chandise. We know that, down in their hearts, those 
who say we are a high-priced store are referring to the 
high grade of our stock rather than to the prices we put 
on it. 

“That reputation is exactly why people like to trade 
here and to have their friends know they trade here. 
When we lose that, we’re through.” 

There is not a single sign on the business horizon that 
points downward. There are many who believe that 
chain store development has reached its peak. The gen- 
eral sentiment seems to be to let the chains take care of 
the cheap element—-where they belong—and let the indi- 
vidual merchants confine themselves to the better trade— 
where the chains cannot touch them. 

The place to begin grading up is in the buying. The 
dealer who handles $8.00, $10.00 and $12.00 shoes knows 
that whichever one of those three grades he puts his 
efforts on will increase at the expense of the others. 
If his $10.000 shoes are most complete and best styled, 
he will sell many of them to customers who would 
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rather pay $8.00, and many others to those who would 
gladly have paid $12.50. 

The salesman on the floor is a powerful factor, too. 
There has been much discussion lately on the subject 
of what price to show first. The usual answer (which 
is wrong) is to show the high-priced shoes. 

The real answer is this: 

Show first the goods which, in your judgment, are 
the highest priced possible to sell that particular cus- 
tomer. $8.00 is a very high price for some customers, 
and $12.00 is low for others. Even this rule must be 
tempered by the knowledge that after all the sales- 
man succeeds and the store prospers just in proportion 
as they sell shoes exactly suited to each customer’s in- 
dividual requirements. 

These two are not opposing statements, for in the 
majority of cases higher priced shoes and better suited 
shoes mean exactly the same thing. Were it not so 
then all our efforts at grading up would 
be useless, as they would be in opposi- 
tion to the best interests of the cus- 
tomer. 

Every store of any size has certain 
salesmen who habitually, day after day, 
sell a larger proportion of high-priced 
shoes than of cheap shoes. Other 
salesmen in the same store, waiting on 
the same class of trade, habitually sell 
the lower grades. 

It cannot be dis- 
puted that the 
difference is not 
in the customers 
but in the sales- 


men in the store. 
Percentages are some- 
times misleading. The per- 
centage of gross profit may 
be the same on an $8.00 shoe as on a $10.00 shoe, but the 
actual profit is at least sixty cents less. The weak-kneed 
salesman who lacks the nerve to push better grades robs 
the store of a great deal of actual profit that a salesman 

with a backbone would have produced. 

There is no such thing as a one-priced customer. The 
salesman who earnestly tries to educate his customers to 
buy better grades does them a real service.. At the same 
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“Stress service 

rather than price,” 

says the author, 

“and sell depend- 

able shoes at a 

good stiff mark- 
up.” 


time he is building prestige for his 

employer and making a better man 

of himself. The facts are that 

the majority of shoe store problems 

rest with the salesman, the contact 
man, the man who meets the customers. 

Grading up involves a third factor, dressing up, as is 
shown by the actions of successful stores everywhere. 
The old settees, the old windows, the old carpets are out 
of place in a store that is grading up its shoes and its 
service. 

There never has been a tendency more welcome to live 
shoe men than this demand for better shoes and better 
service. Along with it comes a very apparent willing- 
ness on the public’s part to pay the increased mark-up 
these things make necessary. 

Such things are all to our liking. What more could 
we ask? All each man needs is the courage to organize 
his business so he will be in line with this demand for 
better things. Yes, sir, this country is coming to—the 
man with the backbone. He is the one who will get the 
trade and reap the profits. He knows where he is going 
and sticks to his road, once he has decided upon it. 
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This Man Lectures On 
Foot Care 


AN DIEGO, CAL.—Walter R. Vye 

is making quite a reputation for 
himself as a public lecturer and as an 
authority on the care of the feet. All 
of this' goes to help advertise his shoe 
store in an indirect way. 

First he gave a little talk before a 
small women’s club, then the Parents’ 
and Teachers’ Association had him. 
After that several more semi-public 
clubs liked him well enough to cause 
his fame to spread. Recently he has 
been speaking before the high school 
classes on foot health. The basis of 
Vye’s talk is Foot Health. He sug- 


gests people consulting recognized 
medical authorities for relief, but 
stresses the necessity of correctly 


shaped and correctly fitted shoes for 
permanent comfort. 


* * * 


Keeping Customers Happy 
W hile W ating 


AN ANTONIO, TEX.—It some- 

times happens that there are more 
customers in the Peacock Shoe Store, 
than there are salesmen to serve them. 
[In such a case the boss, who is J. 
Wiley Biggs, sees that each woman is 
handed a copy of some current maga- 
zine like Harper's, Theater, or Vogue. 
These books are all in binders which 
have the name of the magazine and the 
store name printed in gold on the out- 
side. . 

On a different subject. Biggs mer- 
chandising policy is to go through his 
stock book every thirty days. If a 
number has not sold at least one-third 
in thirty days, a P. M. is put on, re- 
gardless of what the reason for the 


slowness may be. If two-thirds are not 
sold by the following thirty days, even 
more strenuous methods are used. His 
system is to get them in and then get 
them out. Plenty of good high style 
patterns are regularly sized up, for all 
are not hot numbers. The profit on 
these, in a measure, offsets the loss on 
the perishable kinds, although each 
group is marked to show its own net 
profit. 
* * * 


Keeping Track of 
Lost Sales 


ALLAS, TEX.—In_ the back 
room of the Baker Shoe Store, 
Manager L. D. Everett has a black- 
board which bears the cryptic wording, 
“Believe it or not.” Underneath is a 
subhead which tersely states, “This is 
how they look to me.” A listing of the 
standing of the store’s salesmen fol- 
lows in which the percentage of 
“Sales” and “Misses” are listed. It 
looks like the sketch shown here. 
It should be explained that this store 
is one featuring one-price women’s 
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shoes ($4.85). A careful survey over 
a long period proved that at the most, 
only one out of every four wome: 
entering the store are just lookers, sv 
75 per cent is the dead line. A man 
may have a bad break for one week, 
but if it continues for a couple of 
weeks, it is a case of “too bad, but 
here’s your pay in full.” No. 1, who 
is second in this list, was trailing all 
the week. Saturday morning his 
average was down to 65 per cent, but 
with a good day and only one misse: 
sale, he stood high in the weekly 


average. 
ee. 


Buying Control Increases 
Profit 


HOENIX, ARIZ.—W. H. Good- 

man has changed his _ buying 
method. The old and usual way was 
to go to the sample room when tlic 
salesmen came to town and pick out 
such shoes as Goodman thought woul 
sell, plus those the salesmen could talk 
him into buying. When the shoes came 
in, it often developed that the shoes on 
the shelves and the customer’s wants, 
did not match up. It was also found 
that even with the store full of shoes— 
three times too many shoes for thie 
amount of business being done—cus- 
tomers were walking out because thicy 
could not be suited. 

Then the old university training was 
put into use. The store’s customers 
were analyzed and their needs classi- 
fied. It is definitely agreed among tic 
store’s salesforce, what kinds of lasts, 
what materials, what patterns and what 
colors and what sizes will be needed for 
the next buying period. 

Now, when the Nelson Shoe Com- 
pany entertains traveling men, tlie 
store’s buying program is all worked 
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out. One traveling man recently re- 
marked, “I don’t have to sell you now— 
only help you.” There is a world of 
meaning in that statement. Since the 
store has embarked on this buying con- 
trol system, the business has increased 
considerably, the proper amount of 
stock is being carried and a good, fair 
net profit is being made. So what 
more could anyone ask of any system. 


* * * 


Selling Men’s Shoes 


In Bunches 


AN ANTONIO, TEX.—Old Man 

Opportunity knocked on the door 
of the Beacon. Shoe Store the other 
day and Frank Anderson was right 
there to greet him. This time the old 
fellow came in the guise of a colored 
boy. Said boy in the course of buying 
a pair of black and white sport shoes, 
mentioned that a club to which he be- 
longed was throwing a party and that 
he was one of a committee of twenty- 
one, also the committee was to dress 
alike. Blue coats, black and white 
flannel pants and black and white 
sport shoes were the main part of the 
prescribed attire. Twenty of the 
twenty-one boys bought shoes right in 
that store. 

That was enough to whet Anderson’s 
appetite for more of the same. He soon 
had the thirty-two members of the 
Aztec Theatre Orchestra in line for 
similar shoes. With this success as a 
starter, the St. Anthony Hotel Orches- 
tra and other groups were reached in 
quick succession. Maybe the lesson 
learned from the foregoing is one of 
the reasons why Frank sticks around 
so close with his customers, for one can 
never tell when something real will be 


uncovered. 
* * * 


Getting Hold of New 
Residents 


AN DIEGO, CAL.—Even the high 

grade stores have their little ways 
of keeping right after the trade. C. W. 
Hubbard, of the Wetherby-Kayser 
store, tells how he has an agreement 
with the express transfer companies so 
that he gets the names of the new- 
comers to the city. Generally the loca- 
tion of the town to which they move 
determines the abvisability of putting 
their names on the store’s mailing list. 
Only those people who will pay $10.00 
and up for shoes are desired, so the 
name of the street is a fairly accurate 
guide. 

A “Welcome to our city” letter, quite 
cordial in its tone, does much to help 
recent arrivals to think well of the 
store. Many extra pairs of shoes are 
sold through letters to people going 
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abroad. The experienced traveler 
usually stocks up on shoes before start- 
ing, so a brief note informing the 
voyager of the resources of the store 
brings the desired result. 


* * * 


Watching Sales by Colors 
and Prices 


L PASO, TEX.—Right on the 

wrapping desk of the White 
House shoe department is a long card 
on which is listed the leading colors in 
stock and the various retail prices in 
the shoe department. As a shoe is sold 
a mark is made opposite the right list- 
ing. For a period just before Easter a 
finished card looks like the sketch 
shown here. 
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The figures on these cards are then 
copied on the master sheet, which in 
turn is graphed. In this way, Buyer 
R. H. King is able to know what prices 
sell best, and when. Too many factors 
enter into the color dope sheet to plan 
accurately very far in advance, but the 
revealed proportion of blacks, whites 
and colors is an excellent buying guide. 

One other good stunt uncovered here 
is the putting of a private mark on 
each carton as it is put in stock. Shoes 
racked during April, 1929, will be 
designated by a “49,” those in June, 
1930, by a “60.” 

The first figure represents the month 
and the last one the year. No shoe 
is allowed to stay on the shelf longer 
than eighteen months, no matter how 
staple it may be. If it does not sell 
in that time, something must be the 


45 


matter with it. It is shop worn at 
least, so out it goes. Every three 
months the stock is listed as to its age. 
This takes about two hours time to 
compile. King says that this is a fine 
way to keep tab on the stock. Guess 
he must be right, for he has increased 
his sales 25 per cent the past-year, with 
no increase in inventory. 


+e 


More Business On 


Fewer Pairs 


ALLAS, TEX.—It was more a 

case of thinking out loud than 
anything else when W. W. Griffith sud- 
denly said: 

“I wonder if this is the trouble with 
the shoe business? I am running this 
shoe department on 3,000 fewer shoes 
than a year ago and I have bought 
1,200 fewer pairs to come in up to 
April 1. That means that the stock 
is about 40 per cent less. In spite of 
this the sales showed a normal in- 
crease for both January and February. 
The reduced stock reflects itself in the 
mark-downs to the benefit of the de- 
partment for there are much fewer 
mark-downs. With the stock control 
budget set at 6,000 pairs as a base 
stock, and the sales at 30,000 pairs a 
year, am I running too close to the 
wind? Is my stock too thin? Lost 
sales are smaller than usual, but I won- 
der ?” 

(Note. Mr. Griffith is shoe buyer 
for the Neiman-Marcus store and sells 
women’s shoes from $12.50 to $30.00). 


* * * 


Advertising in the 


Varsity Inn 


UCSON, ARIZ—Bert Williams 
says that the trade of the girls 
from the State University was a “sweet 


business.” His own best bet in pre- 
senting Given Bros.’ shoes to these 
girls, is by having a tall, narrow show- 
case out at the Varsity Inn. This six- 
foot case is trimmed regularly twice a 
week. As often as a new shoe comes 
in it is immediately sent out to the 
college showcase. Clever and saucy 
price tickets, frequently changed, sus- 
tain interest in the case. 





Says R. S. Love of Memphis : 


“Intelligent service is not 
giving people what they ask 
for, but giving them what they 
should have.” 
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66 
A looked over a thou- 

; sand walls. That 
was back in 1921. Every 
business and industry had 
its Great Wall of China and 
lived within it. Coal knew 
little about lumber, lumber 
didn’t worry about steel, 
steel was oblivious to corn, 
corn had no thought for 
cotton, and cotton had no 
interest in coal, 

“The man who sold shoes 
in Chicago didn’t believe 
that his business might feel 
the effect of automotive 
volume in Detroit, might 
rise or fall with the fruit 
industry im California, 
might be measured by the 
ups and downs of Kansas 
wheat. 

“Last week several thou- 
sand business leaders met 
in Washington. They 
looked over and beyond 
their walls. They 
saw that business had 
common interest, 
common problems, 
common duties to 
each other—and to 
the public.” 

This _ statement 
from the United 
States Chamber of 
Commerce indicates 
the industrial and 
economic _ situation 
today, as well as the 
interdependence one 
business on another, one community on another and one 
worker on another. 

A similar key-thought developed in the conference of 
Business Paper Editors in Washington last week. 
Speaking for the railroad industry, the first three months 
of this year showed a great increase in freight traffic, 


Eventually ey hoes-— 


«Major Industries of America Show 
Effect of Growth in Business 
Sprinkle Purchasing 


and a 40 per cent increase in the purchase of locomutives 
arid rolling stocks over the purchases of last year. !0 
the construction field, steel and brick for building pur 
poses and actual labor employed, the first quarter 0! 
this year, was the best in the history of that industry. 
As the Editor, speaking for the construction field said, 





“Buildi: 
Savings 
The 
Hoover, 
increase 
until it 
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more Wages Paid this Year and the 
Generally must Eventually 
Power upon Shoes 


“Buildings, hotels and permanent equipment represent 
Savings and evidences of tangible wealth.” 

The steel industry reported the sentimental effect of 
Hoover, and the continuous activity of Wall Street has 
increased the iron and steel production of this country 
until it looks as though this would be the outstanding 
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year in steel. Here is an 
industry that is now on 
“short range buying,” a 


principle of business that 
was thought impossible on 
a big tonnage basis. 


HE outstanding prog- 

ress of all industry 
seems to be in machine-tool 
building. The Editor in 
that field cites ten consecu- 
tive months of great pro- 
duction. In this field of 
work are made the master 
tools of industry by which 
machines make machines 
for making goods. It re- 
ports unusual exports. 

The chemical industry is 
in fine shape. It is purely 
a post-war industry, and its 
statistical history is difficult 
to report. But the use of 
chemical products increases 
monthly on an ever-rising 
chart of production. One 

chemical corpor- 
ation alone 
showed an _ in- 


P crease of 18 per 





cent in its earn- 
ing powers for 
the first quarter 
of this year. 
The coal field 
has studied its 
basic economic 
facts and is re- 
organizing. The 
belief in that in- 
dustry is that 
you “cannot build on calamity.” This industry sees a 
greater willingness to try out new ideas in the utilization 
of coal and the elimination of waste. 
Textiles, of which clothing is a very minor part, have 
shown increases in the use of home fabrics and the con- 
sumption of cotton for hangings, draperies, floor cover- 


[TURN TO PAGE 57, PLEASE] 
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Protest “Stop Kicking My Dogs Around” Results 
in New Emphasis on Masculine Dress 


EN’S shoes came in for their innings at the 
M Joint Styles Color Conference. In the former 
31 sessions of the Joint Styles Conference we 
usually dragged in at the last moment and the result 
was that the majority of the audience made its exit, 


but at this meeting 


vigor and of vitality—the age of youth and of pep. 

“And if you want to get to where you want to go, you 
must “Step lively” or you will be left at the post with 
the “also rans” and the “never were.” We are living 


in an age of progress and the successful man is the one 
who _ subconsciously 


hears ringing in his 





men’s shoes were 
worth talking about. 
At the preliminary 
men’s _ conference, 
George Geuting said: 
“The need for greater 
pairage in our business 
is largely dependent 
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(Reddish Brown) 





Official Colors for Men’s Footwear 


SARATOGA TAN TROTTEUR TAN DURHAM BROWN 
(Light Rich Brown) 


COPPER TAN 
(Medium Tan) 


ears that slogan ‘Step 
lively, please.’ 

“ ‘Step lively, please,’ 
suggests the vital 
speed with which the 
men’s shoe business as 
well as every other 
modern business is be- 


(Darker Brown) 


NICOTINE 
(Darker Brown) 








upon having your cus- 
tomers buy both tan 
and black. We all know the great percentage of black 
that is being sold today. In some cases, as high as 85 
per cent of the business is black. The only way that 
I can see of rehabilitating the tan business would be to 
get a greater variety of tans. 

I am not trying to deprecate the importance of all the 
other phases of what goes to make style in shoes. Lasts 
are very important. Patterns are very important. De- 
tail of all sorts is most important, but above all I think 
this season it will be in addition to all these other things, 
leathers. You know that black leather can be handled 
many different ways, and a tan leather can be multiplied 
in many different ways as to shade and treatment. 

The sport season is so very big and the men-public is 
accepting and wearing sport shoes today. I personally 
didn’t think it were possible to put over to our American 
man the sport shoe idea, but now the thought comes to 
me how to carry this into the fall. I have already de- 
signed several samples of two tones of tan, in fall 
weights, some even with waterproof sole effects. Also 
some in black, in two different types of leather in tan, 
as well as two different kinds of black. For instance, a 
pebbled leather with a smooth leather—a Scotch grain 
with a black cordovan, etc. 

The Babe Ruth of the men’s shoe industry, Jesse 
Adler, though what he misses in stature he makes up 
for in ability to put his message across, said at the big 
meeting : 

If you are a man of 20 or 40, or a kid of 60, you 
must step lively, please, to keep abreast of the times 
and travel with progress. For this is the age of vim, 





ing conducted nowa- 
days. Speed in departing from threadworn traditions, 
speed in sensing what men really want in footwear, speed 
in bringing out sane novelties that can stimulate sales. 
speed in capitalizing on a new style idea, speed in putting 
into execution new fashion inspirations that take shoes 
out of the strictly utility group. You must ‘step lively, 
please,’ and keep your eyes on fashion and your finger 
on the pulse of man’s changing taste. You must watch 
men’s fads and foibles as more and more men of today 
select their wardrobes with the thought of creating a har- 
monious ensemble. It is as absolutely necessary for 
shoe men to know what is what in hats, haberdasher) 
and clothing as it is necessary for them to know what 
is what in shoes.” 


A K. GARR of Hickey Freeman Co., representing the 
men’s clothing industry, said: “Dressing for the 
occasion or rather dressing for the different occasions in 
my opinion and in the opinion of my organization, is the 
one biggest and most important thought for both the 
production and the distribution fields for future accom- 
plishment in increasing sales and increasing the interest 
of the consumer in wearing apparel. 

“In my opinion the American man is about the prou:- 
est—he is not only the richest male animal in the whole 
world, but he is the proudest male animal in the whole 
world, and if you put him in the proper setting he wil 
die before he will let anybody accomplish any greater 
effect as to style and results and appearing propet'y 
than he. He won’t stand for it. 
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Leathers “Play a Big ‘Part 


the Grand Ball Room of the Hotel Astor on 

Tuesday and Wednesday of this week during 
the style conference. With booths arranged after the 
style of those in vogue at European trade fairs and over 
each booth a powerful daylight lamp, which gave the 
colorful leather exhibits established by the 41 American 
leather tanners who participated in this important cor- 
ollary to the conference a brilliance and snap that never 
has been attained before in similar expositions. 

The exhibits comprised every kind of leather that can 
be used by the shoe trade, and was a liberal education 
for the retailers and shoe manufacturers who visited it. 
The booths and aisles were crowded throughout the 
entire two days, and here and there were reports of 
good business transacted. 

The kid and calf tanners showed, of course, their 
products in the new fall shades. The color ranges dis- 
closed were rich in tones and in brilliance. The exhibit 
of fancy leathers, particularly embossed leathers, was 


. SPELL of old-world witchery was cast over 


most comprehensive and most of the tanners of such 
leathers chose the occasion of the exhibit to spring 
their new numbers on the trade. The showing of imi- 
tation reptiles was most extensive and indicated a state 
of perfection in this type of leather finishing that would 
have been undreamed of two or three years ago. In 
addition to imitating the coloring and graining of reptile 
skins to a high degree of perfection, the fancy leather 
people have carried the idea further and have brought 
out numerous new ideas, many of them built along art 
moderne lines, both in designing and coloring. With 
this exhibit the art.of a>plying colors and designs to 
leathers may be said to have reached a new high peak 
in excellence. 


HE exhibit was well staged under the able direc- 

tion of James J. Lyons, chairman of the special 
committee of the Tanners’ Council, with the assistance 
of committee members, R. J. Mellin, J. W. Gries, E. B. 
Earhart and F. X. Wholley. 





(C7 —On 


oA G \orified S tyles onference 


[CONTINUED FROM PAGE 35] 


planning are the essence of modern-day business man- 

agement, vital to our prosperity. He also said: “I am 

afraid too many merchants are not getting sufficient 

profits on their winners to pay for their losses—net 

profits are the measuring stick of success in business.” 
Fraser M. Moffat, pres- 

ident of the Tanners’ 

Council, cited the fact that 

tanners had set forth their 

materials for a fall and 

winter season of great pos- 

sibilities if the day’s plan- 

ning and forecasting con- 

sidered the inter-relation 

of materials manufacture 

and final distribution. 


HE first style address 

by Miss Margaret 
Case of Vogue said in part : “Fashion cannot be pushed— 
cannot be manipulated or forced. It is not made by pro- 
ducers. Fashion starts only when certain women of 
fashion importance in America and France go into shops 
and buy shoes that answer a definite requirement in their 


life and in their costume. When they start wearing 
these shoes they become a fashion. These same women 
can discard producers’ ideas that don’t interest them. 
I want to tell you there are lots of good ideas born but 
very few of them are chosen. 

“From the early reports 
of the American fabric 
manufacturers, we would 
be willing to say that for 
daytime, black, téte de 
négre, chocolate, copper 
and blue-fox browns 
bottle, spinach and grass- 
greens, the nasturtium 
range—particularly yellow 
—navy-blue — dark reds 
and brick-reds—the beige 
range—some gray. 

“For accessories to ac- 
company these colors, we may expect to see black in the 
lead and, as a close second, brown continuing in popu- 
larity. Brown leather no longer means one-color brown, 
it includes a well-developed choice of shades, which make 
it a perfect and classic accessory color.” 


[TURN TO PAGE 72, PLEASE] 
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Ye Olde Cyme Comfort Shoes 


GO ON THE AER?! 
Listen in... a CASH IN... 


Station WLW | i h 
Every Monday iascmeapne ti 


Night — 8:15 


(Eastern Standard Time) 


TUNE IN/ 








...and Now we Feature 
FEATHERWEIGHT 


eDlacT 
FORT HOES 


All Patterns 2 29 
All Leathers 




















At One Price. . 
71 det oxford, black kid, lisard tongue 


Os Me few cet om ons i 198 ‘uban heel, leather lined, 205 last 
In stock Cincinnati, 444-9AA, 4+9A, 314¢-9B 
3-90, 3.9D 


leather lined, covered heel, 215 last. 
In Cincinuati, 416-9AA, 4-9A, “gifsp, -+o—— @) Ga --- 
3-9C, D. In stock Auburn, 4-9A, 334-9B, 3-9C, D. 


In stock Auburn, 4-9A, 314-9B, 3-9C, D. : 
71-3 Same as above, in patent leather, black lizard 
Ne 


81-3 Same as above except in patent leather. . .$3.25 
In stock Cincinnati, AA- ab In ‘tock Cincinnati, 434-944, 494, 3i¢-9B, 
In ar Auburn, same as above, 
One-strap, ook, Bid, 14/8 Baby Spanish heel, 
89 leather lined. $3.25 


In stock Auburn, A-D. 
In stock Glosbaen 44-9AA, 49A, 33¢-9B, 
3-9C, D. 


lack kid cut-out one-strap, leather lined, cov- 
black kid, 14/8 Baby Louis eel, 80 cut-ou rap, er oz. 


69 Cut-out tie, black kid,14/8 Cuban heel, nates 
205 last . 
ered heel, 215 last 


In stock Cincinnati, 434-9AA, 4-9A, oe 89-1 One-strap, 
leather lined, 215 In stock’ Cincinnali, 49¢9AA; 494, 15-98, 


214-9, ; 
In stock Auburn, 4-9A, 3}4-9B, 3-9C, D. In stock Auburn, 4-9A, 334-9B, 3-9C, D. 390, 
In stock Auburn, 4-9A, 344-9B, 3-9C, D. 


69-3 Cutout tin, Patent leather, 14/8 Cuban heel, 89-3 One tap, patent ate 14/8 Baby 8 sia . 
In stock Cincinnati, and Auburn, same as above. In stock Cinci 44694A, 494, 3-98, 80-3 Some (oe te ate a Ja evs 
39D. In stock Auburn, A-D. 


. 69-4 Cut-out tie, brown kid, 14/8 Cuban heel, 21490, 
In stock Ginchonatt #4044; 494. pba One patent leather, 14/8 Baby Louis  §Q«4 Sameasabo 
i . : b 89-4 er, ry as above 
244.9C, 39D. hee! leather lined, 215 ae In stock Cincinnati, AA-D. 
In stock Auburn, same as above. In stock Auburn, 4-9A, 3%-9B, 3-9C, D. In stock Auburn, A-D. 


ALFRED J. SWEET Co. 


{ WAREHOUSES } AUBURN, MAINE 
P. O. Box 37, Station V 
Division of THE UNITED STATES SHOE COMPANY, Cincinnati 
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IN STOCK IN STOCK 
(Unbranded) (Unbranded) 





Styled in Cincinnati Styled in Cincinnati 


Stocked in Auburn Stocked in Auburn 

















The fastest selling McKay in 
our entire line . . . and it’s a 
new creation! 


. 622 Patent leather with stage toe and 19/8 heel 

. 622-1 Same as above with 15/8 heel 

. 622-3 Levor's white cabretta, with stage toe and 
19/8 heel 

. 622-16 Same as above with 15/8 heel 


AAA—5% to7¥%, AA—5 to 7%, A—4¥ to 8, B and C—3% to 8. 


a ALFRED J. SWEET CO. Pr 
AUBURN, MAINE 


CINCINNATI, OHIO ©f Warehouses } 


P. ©. Box 37, Station V. 
Division of THE UNITED States SHOE Company, Cincinnati 
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TELL ’EM—and SELL ’EM! 


The merchant’s first problem is getting the prospective customer off 
the sidewalk and into the store. 








Attractive window-messages give the | You say what your window sales mes- 
store its voice, and double the sales- | sage requirements are—and we supply 
pulling value of your window trims. them. 
For June 
ten Sree Slippers for the Beide 






Beautiful May Cards Shoes for Graduation 
Blue, green, red and yellow v - 


~— SHOW 60 ~owm. 
WITH og 


Select any subject below by number 


Special hand lettered text of your own on card carrying 
two-color design, shown to the right, 85c. each. Available 
to merchants in towns only where there is not an annual 
card service member. 






















WOMEN’S 
No, 1—We have the new blues. 
No. 2—Symbols of spring— No. 9—‘Singing Feet’’—arch-fit 
No. 3—Our st. 







No. 









monise— No. 11—Easy on the eyes, the 
MEN’S purse, the feet. 
No. 5—Mr. Man, you can’t wear No. 12—Fore! comfortable feet 
out their looks— a— 







No, 
No. 


6—We are Bullish on this 
last— 

7—Sboes Mark the Man. 
We aid— 


. 13—Be First with the latest. 


















HOSIERY 





CHILDREN’S No. 14—Correct 
No. 8—Jack and Jill need new a agg Bo Be oy 
shoes? mony— 













N. B.—The privilege of exchange of current month’s cards is 
available to annual card service members who may find listed Abues Tien ems eh Me ct 
above card texts, abbreviated here because of space require- dainty, colorful. Sure to hold the win- 
ments, which better cover their merchandising program. dow-shopper’s attention to the trim. 



























Printed Price Tickets 


Hand-Lettered All Regular and Clearance Sale. 
Any prices wanted 25c to $22.50—Green Border 


Price Ticket Any prices wanted 85c. to $14.00—Orange Border 



















69c to $17.50 










12 each of 6 prices 85¢. 








25c per dozen 

6 doz.— $1.25 12 doz.—¥1.50 
12 doz.— $2.25 24 doz.—$2.50 
24 doz.—$4.00 1 doz. of one price 15. 






Cash or stamps 
with order 





Check With Order, 
Please 
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1 4 interchangeable show card monthly service, all sales messages 
oe each month’s cards of different designs and colors. 


—It is the most valuable of window card franchises to own for 
your town, suburb or metropolitan shopping center. 


MANY WELL RATED MERCHANTS from coast to coast now 
use it with profit. 


10 card service $5.00 6 card service $3.00 
4 card holders 2 card holders 
100 blank price tickets 50 blank price tickets 


Uf eee, “SS 


Service YouWish— 
Then Mail Coupon 


Service 8 cards (7”x11”). 

2 Art Card Holders. 

No. 1 100 Blank Price 
ckets. 

$4.00 monthly ($48.00 the year). 


. 0 rd 7”x11”). 
Im the panel ave brief de Service 1°, St Gard Holders. 


4 
scriptions of the several No. 1-B oo Saas Price 
Services we offer. Select the $5.00 monthly ($60.00 the year). 
one you wish. JUNIOR © cards. 2 Art 
P Holders, 
Mail the coupon today! Service ate — 
50 Blank Price 
Tickets. 
$3.00 monthly ($36.00 the year). 
Printed Price Tickets 


or ee ae 








12 each ry om 8 rices, 50c. 
per month / AL} with any 
annual card = 


1 er a 


FSF eee eS SSSS SSS SSeS See eee eeee88 


COUPON 


BOOT & SHOE RECORDER, 
189 W. Madison St., Chicago, IIL 


Please enter our order for the Recorder “Selling 
Messages” card service No. ior one 
year, consisting of ———— cards each month 
and art card holders, with the first month's 
service, beginning with cards for May, for 
which we will pa pay $————- per year, payable 
$————- per mon 


For cash in advance full year’s service, 5% 
discount. 


pd a anars be discontinued before iration of order. 
for each 


aes $1.00 th a ional 

mon od carciae delivered.) 

We sell Men’s, Women’s, Children’s shoes, and 
hosiery. (Cross out lines not carried.) 

We prefer:—(gold) (silver) Card Holders. 








—t ____-____ nn ET 
Art Card Holder Base (above) 


Supplied free to annual card service members only 


one merchant in an average size town, 
suburb or metropolitan shopping center. 


Ask us if your town is or may be open 


Place following name on card holders 


Printed Price Tickets :— 
¢— §— §— §— §— s—__ 8-— 5— 


Merchants Service Dept. 


BOOT AND SHOE RECORDER 
189 W. Madison St., Chicago 





(May I!!th issue) 
































! 


| 








j 


No. 1907—‘*THE MIRIAM’’—Doug- 
las Sport Oxford, made of TOLOO 
Sunburn Beige. 
las stores at $6.00. 


assurance, 
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Sold in W. L. Doug- 


“When Good Fellows Get Together” 


When good manufacturers use TOLCO light-weight Calf, the 
shoe merchant has a real good shoe to offer his discriminating 
customers. 


Many of the best manufacturers are doing this now, and hundreds 
of merchants are thus underwriting the growth of their sales 
volume with repeat sales to satisfied customers. 


TOLCO Calf satisfies the two major requirements of MERIT 
and STYLE. 


Both for its color and its finish, TOLCO Calf is used for the 
dressier types of women’s and children’s footwear in either turns, 
light welts, McKays, or the new “special processes” of manu- 
facture. 


Specify TOLCO Calf for your early fall styles with utmost 


Fall color samples on request. 











No. 947—“THE EDITH’'’—Douglas 
Fashion Tie, made of TOLCO Sunburn 
Beige. Sold in W. L. Douglas stores 
at $6.00. 
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Fall Colors 


Ecru 
Pilot Blue 
Goya Red 


Bluegrai 
Sautern. 
Tangier 


| Chianti Red 
| 

i 

| Whippet 




















Sierra Brown 
Prado Brown 
Chocolate Brown 
Autumn Green 


: Marron Glace 
Nautical Blue 
Antique Purple 
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“On with the Dance”—and Dancing Shoes! 


By THomas A. WELCH, Styles and Sales Manager of 
Mitchell-Welch Shoe Co., Lynn. 


(Tom Welch travels far and wide for his concern and 
observes the way of the world and its footwear as he 


“jazzes along.’’) 


This is the dancing age. Everyone wants dancing shoes 


—not a single pair, but sets of dancing shoes. 


So I’m 


always suggesting that retail shoe merchants offer, not 
“this one style,’ or “that one style,’ but rather—“This 
group of shoes,” or “That group of shoes, for the dance.” 


See how the world changes! 


Time was when folk who 


wished a little exercise, put on their walking boots, and 
took a stroll in the park, or a brisk jaunt over hill and 


dale. 


dinner, and most every night. 
more miles in a night than she walks in a week. 


Now—the multitude dances—during dinner, after 


A young woman dances 
I’ve 


seen shoes with toes worn off by dancing, but scarcely 


a sign of walking-wear. 


It’s fashionable to dance—and it’s fashionable to wear 
dancing shoes—light and dainty shoes, graceful of arch, 
and usually high heeled. The young lady who dances has 
a set of party frocks, not expensive ones—I am talking 
of the popular girl, not the wealthy daughter of society. 

The girl who has a limited amount of spending money, 
and makes it go as far as she can, wants and buys, there- 
fore, a set of dancing slippers, each pair different, to match 


her frocks. 


She wears out her shoes quicker than she 


wears out her frocks in dancing—so she buys still more 


pairs. 


Therefore, I’m saying that, though sales of dancing 


shoes, at popular prices are big—vyet there’s room for the 
sale of many more pairs of shoes for dancing. Remem- 
ber, too, that styles in dancing shoes change with styles 


in dancing. 


7 Be aoaton meeting of the Shoe 
Travelers’ Association of Chicago 
was held on Saturday, April 27, at the 
Hotel Sherman, and was attended by 
about thirty-five members and guests. 
Waldo M. Oakman, past president of 
the N. S. T. A., received a cordial wel- 
come, as did also Arthur Earle of the 
Philadelphia Association, who received 
“a big hand,” when he waged the 
Chi association to consider the 
( of a three-day convention 
i) = = = ae Penal 
arle’s cago friends were 

delighted to see that he was looking so 





well after his recent illness. Both Mr. 
Oakman and Mr. Earle took an active 
part in the friendly discussions, which 
included the N. S. T. A. group insur- 
ance plan. Dave Davis delivered a 
splendid talk on organization pas 
and had his ttearers with him all the 
way. Charles W. Evans, past presi- 
dent of the N. S. T. A., who had re- 
cently returned from a very success- 
ful Pacific Coast trip, gave a most 
interesting talk, and proved that he is 
immensely Dag with the boys of 
“The Windy City.” An enjoyable 
entertainment took place. 


BOOZER _is 
« the new field 
manager for Dunn 
& McCarthy, Inc., 
makers of Enna 
Jettick Health 
Shoes, in South- 
eastern territory. 
He will personally 
cover the larger 
towns and is as- 
sisted in his repre- 
sentation of Enna 
Jettick in the rest 
of the Southeast- 
ern territory by 
William H. Davis and J. L. Locke. 
For many years prior to his present 
connection, Mr. Boozer traveled the 
Southeast for the former Thomson- 
Crooker Shoe Cc. 


Sidney Boozer 


ARRIS M. BARNES is now cov- 

ering New York State, with the 
exception of New York City and Long 
Island, for the Ault-Williamson Shoe 
Company. Mr. Barnes has for about 
forty years been well known and highly 
esteemed as a traveling salesman. For 
many years he was a member of the 
firm of Burley & Stevens at Newbury- 
port, Mass., and for about twelve years 
was associated with the George W. 
Melanson Shoe Company of Lynn. Mr. 
Barnes is now in his territory with com- 
plete lines of Constant Comfort and 
Modern Prophylactic Shoes, made in 
Auburn, Me., by the Ault-Williamson 


Shoe Company. 

F E. HART, Indiana’s past president, 
¢ is now traveling in Indiana, Ohio 

and Michigan with the line of Capital 

Shoe Company of St. Louis. 


M. PHILLIPS, 
e who has rep- 
resented the Bob 
Smart Shoe Co. of 
Milwaukee in the 
Pittsburgh district 
and its environs 
for the past two 
years, reports a 
splendid business. 
With a fine loyalty 
to his company, ex- 
pressed in steady 
application, plus a 
S. M. Phillips study of how to in- 
crease volume, the 
order booking at Mr. Phillips’ head- 
quarters, 505 Lyceum Building,, is 
growing with each suceeding month. 
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when the shopper walks out of 
your store wearing a pair of 
shoes soled with BEARFOOT, 


whether for sport or street 
wear. 


The proof of BEAR- 
FOOT’S popularity lies in 
our sales record. 








For more than 5 years, 
BEARFOOT has been 
making satisfied customers 
—our sales increasing more 
than 100% each year in that 
time. 











ings, 


Manufacturers are now 











building attractive lines of - 
fall shoes carrying BEAR- . tion, 
FOOT soles—the ideal sole seal 
for fall wear. Specify them pe 
on your fall purchases. effort 
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Large Kid Companies Merge 


HE Standard Kid Co. of Boston announces 

I the formation of the Allied Kid Co., in which 

have been merged the interests of the Standard 
Kid Co., of its subsidiary, the Standard Kid Manufac- 
turing Co., and of the Quaker City Morocco Co. and 
the McNeely Co., the two latter being well known Phil- 
adelphia concerns. 

The new organization, according to the company’s an- 
nouncement, will be the largest producer of kid leather 
in the world and will have at its disposal the combined 
technical skill of all its component companies. While 
maintaining the individuality of the various leathers 


produced there will be a marked increase in efficiency in 
buying, manufacturing and distributing. 

Officers of the newly organized company are Presi- 
dent, Solomon Agoos of Boston; Treasurer, Benjamin 
Simons of Boston; Vice-presidents, J. B. Hamilton of 
Philadelphia, J. Bruner Felton of Philadelphia, R. C. 
McMullen of Wilmington, Del.; C. Wilson McNeely of 
Philadelphia and George Chalmers of Philadelphia; 
Secretary, Thomas Small of Boston. 

The board of directors includes all the officers and 
also A. P. Bersohn of New York and Frank L. Con- 
verse of Boston. 
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ings, electric wire covers, etc., etc. At the present mo- 
ment the demand reported in sales is in excess of produc- 
tion, possibly. caused by various strike situations. The 
coming of rayon has given to this industry a new oppor- 
tunity. 

A new economic condition is developing in oil, with 
efforts made to conserve by output. The policy of public 
sympathy with a conservation movement may bring the 
control of the product of the raw material into economic 
safety. 


[* the packing and canning industries, a smaller con- 
sumption of food per person is noted, but the diversity 
program is helping in the selective consumption of more 
articles. 

The automobile industry is in the best position of all 
of the industries in direct contact with the public. In 
automobile making in the past three months, 18 per cent 
of the entire steel output has been utilized. Production 
is up 40 per cent over last year’s figures, and the out- 
look is for 4,750,000 automobiles to be made in 1929, 
with a greater stability of the automotive markets. 

This picture of the general satisfactory condition of 


business gives to every merchant a clear economic view- 
point of a better purchasing power. High wages, with 
high production, produce money to satisfy more public 
wants and desires. The appetite of the American people 
for more goods and services is stimulated. Higher 
wages and shorter working hours bring up the problem 
of the consumption of ieisure, wherein more goods and 
more services get a part of the public purse. 

One of the few industries in America which shows no 
appreciable increase in activity is shoes and leather, and 
perhaps the answer is that these industries are affected 
by the alternating currents of purchasing power, rather 
than the direct currents evident in other industries. In 
most of the fundamental businesses, prosperity in one 
industry directly affects the business in the next. More 
steel is needed when more construction is undertaken 
and more automobiles are built. Shoes are, however, 
items of individual selection, and the sale thereof is 
more dependent upon whim and weather. 

Perhaps, therefore, the summer season will show the 
next opportunity for progress to the shoe and apparel 
industries. . 
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in any community 


Thomas E. Kirkbride, well and widely known 
for his skill as a children’s shoemaker, is now 
General Superintendent in charge of Humpty- 
Dumpty production. Our customers will find 
in these four in-stock models that excellence in 
finish and high degree of material quality which 
distinguishes Pennsylvania shoe craftsmanship 
at its best. 


No. 3161 : 4 No. 3162 


gst nore Center Buckle Chrome Patent 
No. 3163 


Tan Elk 
No. 3164 


5/8 C and D width $1.90 
8%/11 B, C, and D width. 2.20 





WILLITS SHOE COMPANY Pennsyivanic 
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Bathing @Shoes 


ATHING shoes of rubber, brightly trimmed, have 
B stepped from the sands of Palm Beach, The Lido, 

and Antibes, right on to the shelves of the shoe store, 
and soon progressive retail footwear merchants will be 
showing them prominently, window-wise. Bathing shoes 
have been chosen by “Society” to match either some color 
in bathing suits, or capes; or the complexion of the wearer. 
There are the high throat rubber bathing pumps of light 
blue, with navy rubber trims, for the blonde, which she 
wears with her one-piece navy knitted suit, with light blue 
stripe, and light blue belt; or a light green rubber bathing 
pump, with high throat; or a broad one strap, with con- 
trasting trim, might be chosen by the blonde to wear with 
a dark green bathing suit with light green and white stripe, 
and light green belt and cap. 


CARDINAL red rubber swimming pump, with a vul- 

canized, or crépe, rubber sole, and a flat, or half-inch 
heel, might be selected by the brunette to wear with her 
one piece suit of black, and her cardinal red diving cap; 
both rubber cap and shoes chosen because of their good 
wearing and good fitting qualities. Both blonde and 
brunette might match as to bathing shoes some color in 
their richly flowered silk beach coats, discarded just before 
the plunge is taken. There is the sun-tan rubber bathing 
shoe, with trim, which is brand new this season, and is 
designed for the girl who wishes to match her skin; there 
are the black and yellow bathing shoes to match the black 
and yellows of the other items in the bathing suit ensem- 
ble, as well as the fashionable black and whites, and the 
all black rubber pumps for the more conservative choosers 
of “Rubber-Wear.” 


IVID and “different” are the new bathing costumes 

and shoes and hosiery to correspond. For izstance, 
one of the recent style shows featured a beach coat of 
silk in checked design, with multi-colored scarf, draped, 
pitate-fashion, about the waist; wide, dark colored trousers, 
beach pajamas, a plain white silk blouse, and red rubber 
one-strap bathing shoes, with white rubber trims; the heels 
were one inch in height and the soles were of white vul- 
caflized stock. Another model wore a black rubber bathing 


Mrs. Lester Brion of New York, in modern- 
istic bathing suit ensemble—“snapped” at 
Palm Beach. 
pump, with multi-colored trim, mercerized beach socks 
with brightly striped cuff to match and a “tattooed” bathing 
suit of brilliant shades on a new Rodier jersey of filmiest 
black. 


HE chief rule by which to sell more bathing shoes is— 

“Show the Goods.” The second rule is to buy a good 
run of sizes; this applies particularly to women’s and 
children’s lines. There is obviously no problem as to widths. 
The small merchant has as good an opportunity to sell 
bathing shoes as has the large merchant. The drug stores 
are not paying as much attention to the bathing shoe busi- 
ness as formerly, as they have found that the matter of 
sizes is troublesome. Retail shoe merchants are paying 
more attention to this profitable item with good results. 
Bathing shoes are fast sellers in New England, and in many 
other sections of the country, from about June 15 to the 
middle of August; they are year-round sellers, everywhere, 
to patrons of the “Y’s” and other organizations’ swimming 
pools; as well as to the visitors of fashionable beach resorts 
in the Southland. Orders on bathing shoes for June 15 
to August 15 selling should be placed now in a complete 
run of sizes to insure delivery, and stock replenished, fre- 
quently, while the season is on, from distribution points 
which can give the merchant the required service. 


HILE style is the principal talking point to the 

woman and her younger sisters in selling more pairs 
of bathing shoes, foot health and “clean car” considerations, 
are also good publicity matter for bathing shoes. The two 
last-named arguments appeal strongly to men, who, if they 
cannot be induced to buy regulation bathing shoes for them- 
selves, will at least ask the members of their families to 
do sq—in the interests of protecting the auto upholstery, 
which deteriorates so quickly from the wet sand on bare 
feet. Men will, for the same reason, buy bathing shoes 
for themselves. The public should also be reminded that 
bathing shoes guard the feet from stone bruises, as well 
as from possible infection as a result of contact with 
bathroom floors. 
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SL 
| MENTHAN’S NEWEST IN-STOCK NUMBERS 
| ‘ ‘ , 


“REGENT” 
15/8 Spanish Heel 
8 1 Pro 


cess 
Patent Leather . 


B-6090— 
B-610— 
B-449— Whi 


“PHYLLIS” 
Special Process 
22/8 Heel 
B-201—Light Kid 
juine 
$4.85 


“VIRADO” 
Medium Round Toe 
Special Process 
B-128—Nautical Blue Kid $5.25 


B-130—Brownstone Kid. . 
B-125—Mat Kid 


| THE MENIHAN 
‘eo Makers of Menthan Arch-Aid Shoes 





Goodyear Welt 


“NORGE” 


B-824—White Calf 
: B-118—P atent Leather 
“CLEORA” with Black Calf Strap.. 4.75 


B-976—Smoked Elk with 
lf Trim 











“BERNICE” 


Special Process 
Gold and Brown Buckle 


sescth Peecens Patent Leather Tongue, 
B-148—Patent Leather. ..$4.75 Nickel and Jet Buckle... 


“REGENT” 


“BERNION” Kid 6.00 “POLO” 
Process 

Niekel and Jet Buckle Calf ** 4.35 Special Process 
B-183—Patent Leather ..$4.75 








Termes Net 30 days 


Twenty-five cents additional for orders 
of less than three pairs. 


COMPANY In-Stock Department 
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Heel Heights on Women’s Shoes 
Big Problem in Philadelphia 


Medium Types Appear to 
Be Gaining in Favor 


PHILADELPHIA (UTPS) — Heel 
heights have come up this season as 
one of the big features in retail mer- 
chandising, many of the retailers 
awakening to the fact that they have 
lost a lot of business by not studying 
the actual requirements of their 
clientele in the matter of how high or 
how low a heel should be. 

At Bonwit Teller’s, they have been 
very successful with a certain innova- 
tion, namely, the promotion of three 
different heel — in a single style. 

According to Mr. Glaizer, the buyer, 
“the woman who does not wish to wear 
a high heel on the street and yet wishes 
the most ultra smart styles that there 
are, has been hampered in the past by 
the fact that only the fairly smart 
styles could be had with medium heels, 
while all the stunning models came out 
with the high spike heel. 

“This season, we have sought to con- 
quer this difficulty, and have worked 
with the manufacturers so that the 
very smartest of styles can be had in 
the very high heel height, the medium 
and the low, this last usually a baby 
French. 

“Success greeted this innovation im- 
mediately, as it proved that women 
were now getting just what they 
wanted. Of course, every style in our 
stocks cannot be handled in three heel 

ights as that would be an enormous 

rtaking from the point of view of 
outlay and of space, but we have plenty 
of models, offering a selection of our 
very smartest and daintiest models. 

“Another point that we make is to 
carry a larger stock than ever of me- 
dium heels, offering a selection of tail- 
ored shoes that really shows thought 
in their selection, with the one stand- 
ard held up first—the standard of 
fashion, with the workmanship and all 
that sort of thing taken for granted. 

“Price is not the primary factor, for 
women who wish medium heels confess 
that they have worn themselves out 
looking for what they wanted, and re- 
gard a shop that carried a big selec- 

of = shoes as the rasmieagoe BM 

e store is carrying many of the 
aforesaid models that come with the 
three heel heights at around $15.00 to 
$18.50, and above. 

Steigerwalt’s are doing a lot toward 
Promoting the comprehensive showi 
of plenty of low and medium hee 

» exclusive of the actual sports 











Using Testimonials 


PROVIDENCE, R. I. (UTPS) 
—The Sterling Shoe Store of this 
city has started “testimonial” ad- 
vertising being used at present by 
so many retailers in other lines. 
A letter signed by a local woman, 
her address given, -praised the 
store’s careful and accurate fit- 
ting of her shoes. 











shoes low 
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Sommer & Kaufmann 
Plan New Building 


To Erect Largest Shoe Store West 
of Chicago on Fine Site 


SAN Francisco, CaL. (UTPS) — 
Plans for the largest and most modern 
retail shoe store west of Chicago are 
being considered by Sommer & Kauf- 
mann, whose establishment on Market 
Street was practically destroyed by fire 
on Sunday, April 28. 

President Max Sommer of the com- 
pany announces that final details of 
the plans are yet to be worked out, but 
that the decision to enlarge the former 
establishment had been taken immedi- 
ately after the survey of the fire 
damage. 

“We shall entirely reconstruct the 
building on Market Street, and enlarge 
our space to include all of the first 
floor, the basement, and the second and 
third floors of the building,” said 
Sommer. 

“This will give us the largest store 
west of Chicago. The equipment will 
be the latest and our plans include 
several innovations that I am sure will 
appeal to our customers and friends.” 

ommer also announced that all of 
the large staff of employees at the 
former Market Street store are still on 
the payroll, some being transferred to 
the Grand Avenue establishment, oth- 
ers being utilized in perfecting the 
plans for the new store. 

“We appreciate the fact that our 
old clerks have many friends, made 
through many years of contact with 
the public,” said Sommer. “They will 
continue to serve our public.” 





Thayer McNeil to Open 
Two More Stores 


Boston, MAss.—The Thayer McNeil 
Co. is to open two new shoe stores, one 
at Wellesley, Mass., under the super- 
vision of F. E. Porter, to sell women’s 
shoes, catering especially to the college 
trade; this store will also have a juve- 
nile section. The Wellesley shop will 
be about 75 x 20 feet in size, and will 
be located in a building which is being 
erected in Wellesley Square. 

The other Thayer McNeil Co.’s store 
will be located in the Pelham Block at 
Coolidge Corner, and will feature juve- 
nile, and modern misses’ footwear, ex- 
clusively, under the direction of Henry 
Dahl. The merchandise range will in- 
clude everything from infants’ to young 
ladies’ sizes, as well as boys’ shoes, and 
will practically duplicate the merchan- 
dise on the third floor, Thayer McNeil, 
Temple Place, shop, for which Mr. Dahl 
buys. In addition to Plastic shoes, there 
will be hosiery for the juvenile; also 
such accessories as leggings, sweaters, 
and sweater suits, and zippers. 

The size of this store will be 50 x 20; 
the date of opening has been set for 
the first of September. 

The E. T. Slattery Co., women’s high- 
grade specialty shop, will be a neighbor 
of The Thayer McNeil Co. stores at 
both Wellesley and Coolidge Corner. 


Several Store Changes 


Made in Minneapolis 


MINNEAPOLIS, MINN. (UTPS)—Be- 
cause of termination of store lease Na- 
pier’s Booterie at 121 Nicollet Avenue 
is disposing of new spring footwear at 
lowered prices, $5.90, $6.90, $7.90 and 
$8.90. The Napier Costume Booterie 
at 909 Nicollet Avenue, however, is 
not involved in the sale. The removal 
will take place in a few weeks at the 
former address. 

The Ground Gripper Shoe store, for- 
merly at 831 Nicollet Avenue, has been 
removed to 921 Nicollet Avenue. The 
move was to provide more space to that 
a larger and more convenient store 
might be arranged with a wider range 
of shoes for women, men and children. 
For the opening week, May 6 to 11, 
the management has offered a pair of 
Hollywood silk hose with each pair of 
shoes bought. 

The Nicollet Avenue Hat and Shoe 
Shop, 520, announces closing out of 
2000 pairs of shoes at from $3.69 to 
$6.69 in three days, because of loss 
of lease. The novelty line included 
spring and summer styles. 
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The Fairway 


The New Treadeasy 
Shoe for GOLF! 


OON women will be looking for sport 

shoes. A chance there for you to 
make some real profits by meeting the 
demand. Show them Treadeasys, let them 
try on a pair—and the sale is made. 

















Every one of these models embodies all 
the famous Treadeasy exclusive arch-sup- 
porting features. They are supremely com- 
fortable—but, just as important from your 
standpoint, they are smartly styled. They 
appeal to both the eye and the feet of your 
customer. They sell! 


Minor’s perfected “In-Stock” service en- 
ables you to get Treadeasy Sport Shoes 
quickly—the ones you want, when you 
want them. 


Mail the coupon below for samples and 
complete literature. 


“Say =P. W. MINOR & SON, Inc. 
Batavia, N. Y. 











GLENEAGLES 
MODEL 

Style 456—Sunburn Elk with Java Calf 

siyte Samcivey Hi wh Burwnty $0, Ss Nie Gna Ran is gens aoe 
: “8; C, 2%-8. Last 28. le Bole. Style 880—Ivory Elk with Bogy Brown 

Ww . . ; tyle vory 
B; 4) 28; B88. Last 28. Gristle ma toga with aaa —— - oe as Kin Kin Veal Trim. AAA, 5-0; AA, 44:9: 
Sole. Heel 1 e 884—lIvory w ttle Green A, 49; B, 38-9; O, -9. 3 
Sole. Heel 12/8—Leather with Gristle it Trim. AAA, 5-8: AA, 4%-8; A; Gristle Sole. Heel 10/8—Leather, with 

4-8: B, 3-8. Last 18. Gristle Sole. EM occ vondusvesakees $4.75 


Heel 10/8—Leather with Gristle Lift. 
$4.75 





Use this Coupon for Samples 


- 





iP. W. Minor & Son, Inc. ; 
z Batavia, N. Y. 1 
; Send us sample pairs of each style checked g 
t below : a 
83 56 84 £1880 37 18 
8 abject to ode for credit within 10 days. § 
g Also send complete catalog and all future § 
¥ In-Stock Bulletins. 7 
& 
7 
No 5 aes dnenbees aarace Oop enas ' 
PINEHURST MODEL  yephaested ‘ BERMUDA MODEL 
ag Bn. gy ag Og Aaa yg Se, H TC i er 4 Style 881—Ivory Elk with Maron ik 
ih) Sai ke dk ation Bie: § g Pee Ath $8 ak Si dstiue te 
Last 8. Gristle Sole. Gristle 8/8 Spring g -----+----+-sssccrrrsee rts ttest testes i TE e406 
GOES iccicicccdevctyavetecoens $0.15 seweweseneeseesesgueessaasa} le 8/8 Spring Heel.........- . 
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R. H. White Co. Opens 
Two New Shoe Dep’ts 


Boston, Mass.—C. H. Beall, R. H. 
White Co’s. shoe buyer, opened to the 
public on Saturday morning, May 4, 
two new shoe departments, in “Con- 
temporary Art” trims. One is called 
“The Youngway Bootery,” where shoes 
for the modern girl are sold at $6.75 the 
pair, in sizes 3 to 8, and in a heel height 
of 14/8 to 19/8. Practically every 
leather, as well as embroidered linens, 
and woven leathers, are featured. There 
are 20 chairs. The color scheme is 
mauve and green. The fitting stools 
have been developed in overstuffed mor- 
occo leather, “tuffet” style. Tri-colored 
cubes, in coral, yellow and aqua green, 
six in number, flash forth a brilliant 
light from the tops of the shelving. 

The. children’s department, formerly 
located in the space now occupied by 
“The Youngway Bootery,” has been 
moved to the second floor, where it ad- 
joins the boy’s shoe section, and is en- 
tered through the infants’ wear and 
women’s underwear sections. It is called 
“The Shoe Tree,” taking its name from 
trees painted on several sections of the 
paneled walls. The color scheme of 
“The Shoe Tree” is gray and ay 
Tony Sarg lamps, and hand painted oil 
paintings of “Lilyput Land” are among 
the artistic features of this department. 
It has 88 chairs. 

Both “The Youngway Bootery” and 
“The Shoe Tree” were developed under 
the exclusive direction of —A Beall 
in three weeks’ time. Elmir Millett will 
supervise both of these departments; 
Mr. Beall will buy for “The Youngway 
Bootery”; Robert Hassett is manager of 
“The Youngway Bootery”; A. Bax is 
manager of “The Shoe Tree.” 


New Portsmouth Store 


PORTSMOUTH, OHIO (UTPS)—The 
Mussoff Shoe Co., with headquarters in 
Pittsburgh, has taken a lease on a store 
room at 420 Chillicothe St., in which 
a retail shoe store will be opened about 
June 1. It is announced that extensive 
remodeling of the room including a new 
store front and windows will be made 
before the store is opened. 


On the Air 


BIRMINGHAM, ALA. (UTPS) — The 
College — store here has gone on 
the air with a radio program over 
WBRC, Birmingham. The feature car- 
ries out the college idea as much as 
possible, according to Hubert Steele, 
manager. 


Galanti Has New Store 


ATLANTA, GA. (UTPS)—Jack Gal- 
anti, who operates a shoe store at 123 
Decatur Street, is opening a new store 
in the Empire Hotel, at 72 Pryor 
Street. He will continue to operate the 
Decatur Street store, it is announced. 


To Move Store 


KaLaMazoo, Micw. (UTPS)—Rich- 
= & Loudon, a in serge 
wearing apparel for women a 
South Burdick street, will remove the 

stock to another location and will 
discontinue the apparel department. 





Take Over Pitts Store 


CoLumBus, OHIO (UTPS)—The an- 
nouncement is made that the Pitts 
Shoe Co., located at 162 North High 
Street, ome of the oldest and best 
known exclusive shoe stores in Colum- 
bus, has been taken over by Hanan & 
Son. The Pitts Shoe Co. has been 
operating in the location for the past 
23 years and John J. Baird was presi- 
dent and general manager. There will 
be no change in the store personnel 
and Mr. Baird will continue in charge. 
The store will distribute the Hanan 
line of shoes. 


Store Moves and 
Doubles Business 


Hupson, Mass.—The Kimball Shoe 
Store, which located ahout eight months 
ago at 171 Main Street, this city, 
moved recently to 40 Main Street, 
“right next” to the bank and post office, 
and has doubled its business as a 
result. The move was made on March 
23, so as to take advantage of the 
Easter trade. The very first day, it is 
reported, that more business was trans- 
acted than in any week at the former 
site. The next week more business was 
rolled up than was done in any month 
at 171 Main Street, since then it has 
more than doubled, says L. B. Kimball, 
who, with her husband, conducts this 
store in her “old-home town,” as well 
as operating the Clark-Kimball Shoe 


Co., Boston. 

The establishment at 40 Main Street 
is practically twice as large as the 
shop in which the Kimball Shoe Co. 
first opened its doors last summer. 


New Shoe Stores 


Louis A. Meyerson (Princess Slipper 
Shop) Spartanburg, S. C. 

Family Shoe Store, San Jose, Cal., 
(F. W. Tennant, Proprietor; Harry 
Silver, manager and buyer.) 

Bartley Cook & Chapman, Rockville, 
Ind., shoe department. 

New Fashion Clothing Store, Collins- 
ville, Okla., shoe department. 

Eoss and Moser, Ellensburg, Wash- 

ington. 
Auerbach’s, East Third South Street, 
Broadway, Salt Lake City, Utah, foot 
comfort department (Mrs. Mae V. 
Christansen, Mgr.) 

Menihan Arch Aid Shoe Store, 32 
North Marengo Ave., Pasadena, Cal. 


(L. D. Skala, rg ‘ 
zusa Ave., 


Rex Strehmeier, 
Azusa, Cal. 

The Boyle Bootery, 239 West Center 
Street, Anaheim, Cal. 

Peacock Shoe Store, 415 East Color- 
ado St., Pasadena, Cal. 

The Star Shoe Co., 6519 Pacific 
Boulevard, Huntington Park, Los An- 
geles, Cal. (Eighth store.) 

The Boston Shoe Co., 5054 York 
Boulevard, Los Angeles, Cal. 

Economy Shoe Store, Joseph New- 
man, 2310 Brooklyn Ave., Los Angeles, 
Cal. (Proprietor.) 

Economy Shoe Store, 114 West Com- 
monwealth, Fullerton, Cal. Vic Eim- 
ers, Proprietor. 

The Rex Shoe Store, Hanes Building, 
Azusa, Cal. 

Van Bellen’s Shoe Store, 517 Whit- 
tier Boulevard, Montebello, Cal. 
Harry Poor, in charge. 





Open High Grade 
Salon in Texas Store 


Houston, Tex. (UTPS)—Sakowitz 
Brothers, retailers of men and boys’ 
wear in Houston for the past 26 years, 
has added women’s shops in its new 
building. E. J. Sanders is manager of 
the women’s shoe department, a new 
department with this firm. 

akowitz Brothers moved the last 
week of April to the new 37-story Gulf 
Building, the tallest building south of 
Chicago. This firm occupies the first 
five floors of this new building of mod- 
ern American architecture. 

The women’s shoe shop is located on 
the mezzanine, occupying approximate- 
ly 35,000 square feet of floor space. 
The fixtures for this attractive new 
shop are of burl oak of matched panels 
in modernistic designs. The chairs and 
furniture are imported French de- 
signs. 

This shop will feature shoes from 
$12.50 up, with its strongest play on 
$20 numbers. Yrto footwear will be 
featured in the new Sakowitz Brothers 
shop, according to Sanders. Sanders 
has been in the shoe business for a 
number of years in Atlanta and other 
Southern cities before coming to Hous- 


n. 

It was estimated that 40,000 people 
visited this new store on the opening 
day; and a large percentage of them 
visited the shoe salon on the mezzanine. 


Erects Store Building 


EVANSVILLE, IND. — Alex Hamburg, 
who four years ago opened a store on 
First Avenue, having recently erected 
the building in which his business is 
now housed, at 1449 First Avenue, re- 
pate an increasing trade. Mr. Ham- 

urg is a young man of 30 years of 
age. He learned the retail shoe busi- 
ness as a boy in the store of his uncle, 
I. Hamburgh, who until he retired was 
one of Evanville’s most successful mer- 
chants. In 1920, Alex Hamburg bought 
the business of the Atlas Department 
Store, Fulton and Columbia Avenue. 


New Cort Stores 


CLEVELAND, OHIO (UTPS).— Cort 
Shoes, Inc. of Cleveland, will open two 
new stores in this city according to 
an announcement. Leases have al- 
ready been taken out and the location 
of the two stores will be at Buckeye 
Rd. and E. 118th St., and St. Clair and 
Hayden Avenues. Both are in active 
neighborhood districts. An active policy 
of expansion is planned for the future. 
Headquarters of Cort Shoes, Inc. is at 
18 St. Clair Avenue. 


Levy with Union 


CoLumBus, OHIO (UTPS).—Romert 
M. Levy, secretary of the Union Com- 
pany, large department store announ- 
ces that Harold Weinstock, former mer- 
chandise manager for the LaSalle & 
Koch Co., of Toledo has been named 
merchandise manager for the women’s 
and children’s shoe departments of the 
Union. He will take the place of C. W. 
Martin, who merchandises men’s shoes 
and who temporarily looked after the 
women’s and children’s departments. 
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STOP 


Them Before 
They Pass On 


With a Silent Salesman 
Outside Display Case 


There are any number of possible customers 
passing your door daily without buying from 








serving 
cessful. 


prompt 





Vanity Novelty Works 
1261 Atlantic Avenue, Brooklyn, N. Y. 
“Ask your manufacturer for Vanity Creations” 


We Do Not Sell the 
Retail Trade! 


For we are geared up to take care 
of manufacturers only. Estab- 
lished in 1910 (and since then 
many new ornament houses have 
come and gone) our policy of 


shoe manufacturers only 


—has proven itself as being suc- 


Our letter files contain 


many a “thank you letter” for 


service and quality work- 


manship. Our new samples for 
Fall are ready. 
are requested to write. 


Manufacturers 

















CASE 
No. 542 








Those who buy Riding Boots want the best. These 
English Riding Boots are the acme of perfection in 
both cut and: quality. Manfield Boots are worn by 
the ‘thrusters’ with ali the Hunting Packs in England. | 


ei 





you! Make these pedestrians buy at YOUR GENTS. LADIES. 
store by displaying your leaders in a Silent oe = wa as. 96 Tan See is.2s | 
Salesman Outside Display Case placed in Tan Feld Boots - 13-73 0 Fan end Bidepuns 8. 00 


the vestibule where everyone can see it. The 
increased profits you will obtain from this 
persuader will pay for the case in no time. 
Write TODAY for further information. 


Silent 


DISPLAY CASES 


DETROIT SHOW CASE CO. 
1670 W. Fort St., 











(> 















Detroit, Mich. 

















922 Chestnut St. 
PHILADELPHIA 


IN STOCK 


SEND FOR CATALOGUE 


MANFIELD & 


SONS | 
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Retail Trade Shows 
{mprovement in Boston 


Boston, Mass.—The retail shoe busi- 
ness of the city has shown a slight im- 
provement last week over the cor- 
responding period of 1928. Several 
days of good weather, special offerings, 
and better and more publicity, have 
resulted in an increased volume. 

Men’s sport shoes have materially 
helped sales in those stores which have 
featured them. In one department of 
a men’s clothing ~y 50 per cent of 
the business on the first pleasant day 
of the w was on sport patterns in 
two-tone tans. The moccasin effect was 
a popular number. This department 
showed a 15 per cent increase in its 
April trade over that of April, last 
year. 

In women’s shoes, bright colors con- 
tinue to sell well. Among the novelties 
are the punched patterns and the em- 
broide patterns—the latter shown 
in shoes selling at $18 to $25. In 
children’s lines, black patent one-straps, 
as well as white calf and kid one- 
straps, are active numbers for May 
arties and Church Confirmations. 

port shoes for the miss, as well as 
for the woman, with a variety of rub- 
ber, as well as spike, soles, are active 
stock, especially in the popular-priced 
models. For instance, a girls’ sport 
shoe with crépe sole and heel, white 
calf upper, and simulated lizard, or 
black saddle; or similar patterns in 
two tones of elk at $5 the pair. One 
of the big department stores recently 
conducted a camp exposition, with six 
daily performances, showing miniature 
movies of camps, camp life, a talk by 
an Indian Chief, and camp merchan- 
dise, including shoes, with good selling 
results, as far as the last-named mer- 
chandise is concerned. 


Petterson Is Filene’s . 
Men’s Shoe Buyer 


Boston, Mass.—James J. Duggan, 
for 20 years with Wm. Filene’s Sons 
Co., first as stock boy, and for the last 
ten or more years men’s shoe buyer, 
severed his connection with this house 
on May 4, to devote his entire attention 
to the South Shore Chevrolet Agency, 
in which business he and his brother 
are partners. Mr. Duggan has been 
succeeded by R. W. Petterson, for the 
past nine years assistant to Mr. Dug- 
gan, and a shoe man, with over a fifth 
of a century to his credit. He learned 
the shoe business as a boy at the Bos- 
ton office of T. D. Barry Co.; after a 
year and a half there, he took care of 
adjustments for A. W. Tedcastle Co. 
for five years; he then spent five years 
with Winch Bros. and their successors 
—McElwain, Hutchinson & Winch— 
first in charge of adjustments, and for 
four-and-a-half years on the road, after 
which connection, he became associated 
with shoes at retail as salesman in the 
Filene’s men’s shoe shop. 


Open New Department 


BIRMINGHAM, ALA. (UTPS)—The 
Milber Shoe Co. of Birmingham has 
opened a new department at Becker’s, 
1919 Third Avenue, North. Popular 
prices are featured. 





It always pays the shoe store to make 
the rear of its sales room as attractive 
as possible, because in this way the 
whole shop is given even more of an 
air. In going in for this sort of thing 
it has been found that balconies at the 
rear of the room, stairways and other 
architectural additions are of distinct 
advantage, but it has remained for the 





Appearan ce 


(ane 
¥ 


Hollywood Boot Store, in its new home 
in the famous film center, to make a 
striking use of columns in making the 
rear of its sales room appear excep- 
tionally pleasing. Eight columns in this 
parlor shoe store immediately attract 
attention of visitors and make the en- 
tire store unique and different. 








Spring Atmosphere 


Tuusa, Oxia. (UTPS)—The Hol- 
land-Lang Shoe Company is featuring 
palms and wisteria, as well as summer 
shoe models, in the spring decoration 
of the shop. Artificial wn, are sur- 
rounded with lawn seats and plumes 
of pink and lavender wisteria hang 
from the ceiling. The effect of comfort 
is further carried out by smoking 
stands set informally among _ the 
groups of chairs. 


Sales and Broken Sizes 
Big Mark-Down Factors 


CoLuMBus, OHIO (UTPS) — The 
Bureau of Business Research of Ohio 
State University, as a concluding re- 
port in its six-months survey of the 
question of mark-downs in Ohio depart- 
ment stores, shows that special sales, 
which accounted for 27.7 per cent, and 
broken assortments, which accounted 
for 18.7 per cent of all mark-downs in 
the shoe departments of the reporting 
stores, were the most potent causes. 
Other contributing causes for mark- 
downs in shoe departments were sizes, 
12.3 per cent; style or pattern, 9.7 per 
cent; price adjustments, 6.5 per cent, 
while no reason was given in 23.5 per 
cent of the cases of mark-downs. 

Grinstead, who made the six- 
month study, found some interesting 
facts. He found that during the period 
covered that 36.1 per cent of mark- 
downs was caused by special sales and 
35 per cent by broken assortments. 





Sun Tan Best in 
Middle West Stores 


CINCINNATI, OHI0—The retail shoe 
business for April as a whole was very 
good, considering unsettled weather 
conditions during the last week or ten 
days of the month. Satins and crepes 
are showing new signs of life, es- 
pecially those that can be tinted for 
costume wear. More than 200 pairs 
were dyed at one shop during the past 
month. 

Sun tan is regarded as the best 
selling color and beige is considered 
good. Powder blue is coming to the 
front and is especially popular in the 
better grades for dress or semi-dress 
wear. Navy blue is also quite popular 
at this time and some of the lighter 
blues are selling. The most delicate 
shades of purple, orchid and lavender 
kid are being shown at different shops 
and at least four shades of yellow are 
being displayed at one of the larger 
shoe departments. 

Black patent sales are holding up 
well despite the fact that light colors 
are so much in demand. Footwear 
of reptilian leathers is very popular 
and evidently merchants expect snake 
to hold up through summer. Whites 
are getting a good start and light grays 
are moving well. 

The manager of a men’s shop re- 
ported 75 per cent of sales on tan and 
dark brown with light weight tans as 
the biggest sellers. Medium slender 
shoes are most popular with business 
men, while broad-toed brogue effects 
are still popular with the college type 
of young men. 
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The 
Covers Many Fields 


In many business fields, publications 
controlled by the United Business 
Publishers, Inc., stand out as leaders 
of thought, research and achievement. 


Individually edited and managed 
these publications have for their back- 
ground the great resources of the 
U. B. P., working together for their 
common good. 


It is only natural that the advantages 
accrue to the benefit of the many thou- 
sands of readers and the additional 
thousands of advertisers using every 
issue. 


Requests for information concerning 
any of the publications, or any of 
the fields they serve, are at all times 
welcomed at U.B.P. headquarters. 





Controlled by the 


United Business Publishers, Inc. 
239 West 39th Street New York City 


OFFICERS: 
A. C. Pearson, Chairman C. A. Musselman, Vice-Pres. 


F. J. Frank, Pres. Arnold L. Davis, Sec’y F. C. Stevens, Treas. 





BOOT AND SHOE RECORDER 





May 11, 1929 








WHERE TO BUY 
Men’s Shoes 






































en oe 


AR SR sha shear 












































Shoe «Market News 


In The Boor anp SHoe ReEcorper 





SATURDAY, MAY-11, 1929 


EVERY WEEK 





NATIONAL NEWS 


April Shows 
Increase in 
Shipments 


St. Louis Houses Show Gains 
Over Year Ago 


St. Louis, Mo.—April in a majority 
of the general line houses showed a 
substantial increase in shipments and 
in some institutions, brought the total 
shipments for the fiscal period well 
over what they were a year ago. On 
April 1, some of the houses were not 
quite equal with the sales for the fiscal 
period of a year ago but with the in- 
crease for the month the slack has been 
taken up. Predictions in practically all 
of the firms is that a tremendous Fall 
business is coming. 

The sales-manager of a big institu- 
tion, returning from trip in the South- 
west, reports business good, but most 
oe wage se is the condition of shoe 
stocks throughout the trade. 

The new lines are being created 
rapidly with many of the patterns com- 
ing through for trials. Patent and nut 
brown in popular priced footwear dom- 
inate the styles so far completed. Rep- 
tile will be used profusely throughout 
the — priced field as trimming, 

articularly on patent leather shoes. 
rown reptile will share an equally im- 
portant place in the trim field for shoes 
of a similar shade in either calf or 
kid. Suedes are predicted to have an- 
other season of outstanding prestige. 





Increase Reported by 
Haverhill Factories 


HAVERHILL, Mass.—Business in the 
local industry showed a stimulus with 
the opening of the month. Consider- 
able increase in cutting was reported, 
with a few firms reporting being sold 
up until June 1. Sports-wear and Sum- 
mer novelty types are furnishing the 
greater volume of immediate business. 
The mail order houses, too, are making 
up their July book and local plants 
handling this type of business are in- 
creasingly active. 

There is, however, hesitancy on the 
part of some of the larger producers to 
book business beyond June ist. The 
allied trades this week are showing 
impetus in consequence with the im- 
provement in the shoe plants. 

Shoe production for this city for the 
first two weeks in April was 20,362 
cases, as avainst 15,862 cases for the 
same period last year. The local in- 
dustry has shown a steady gain in 
production over last year for the entire 
period beginning January 1. 





Men’s Summerweight 
Shoe Day, May 15 


New England Association 
Urges Trade Cooperation 


Boston, Mass.—Retail and wholesa!e 
merchants are being reminded by the 
New England Shoe and Leather Asso- 
ciation that Men’s Summerweight Shoe 
Day, May 15, is at hand. In again 
urging shoe dealers to rally to the sup- 
port of this business-getting movement, 
the Association calls attention to the 
fact that in 1928 the production of 
men’s shoes decreased nearly 5 per cent, 
compared with an increase in women’s 
wear of more than 6 per cent. The 
figures for the first two months of the 
present year indicate that the produc- 
tion of men’s footwear is still on the 
decline, with a decrease of approxi- 
mately 6 per cent, compared with Janu- 
ary-February, 1928, while the output of 
women’s shoes increased slightly more 
than 3 per cent during that period. 

These statistics make it obvious that 
any legitimate movement that will tend 
to stimulate shoe consciousness on the 

art of men should be backed up, and 
it is, of course, expected that retailers 
and wholesalers in their own interest, 
should do their full share along this 
line. The Association hopes that Sum- 
merweight Shoe Day this year will! be 
no less important to the footwear trade 
than Straw Hat Day will be to the 
hat industry, May 15th. 

Special Summerweight Shoe Day 
window cards are again being d(is- 
tributed by the New England Shoe and 
Leather Association, and a request for 
a set was seg ang | received from a 
leading retailer in Houston, Tex. 





Johnson Outfits Police 


MIAMI, Fia. (UTPS)—George F. 
Johnson, of the Endicott-Johnson Shoe 
Company, Endicott, N. Y., was a winter 
visitor at Miami Beach during the past 
season. Mr. Johnson was impressed by 
the courtesy and demeanor of members 
of the Miami Beach Police Department, 
and through the Chamber of Commerce 
obtained the size of shoes worn by all 
members of the department. Upon his 
return to Endicott he placed the order 
for a specially made shoe, and now all 
members of the force are wearing his 


gift. 





Drew to Expand 


PorTsMOUTH, OHIO (UTPS) -- The 
Irving Drew Shoe Co. has awarded 4 
contract for a three-story building 6 
by 112 feet adjoining its factory 
Tenth Street, which will be occupied by 
the Dahl-Campbell Co. The property 
has been held by the shoe company for 
some time. 
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Open Branch Factory 


PHILADELPHIA, Pa. — The French 
Beading & Novelty Company, announce 
that the opening on Monday, April 29, 
of a branch office and factory in the 
Advertising Bldg., 1627 Locust St., St. 
Louis. At this point they will make 
beaded buckles for the St. Louis manu- 
facturing trade and contemplate carry- 
ing a complete line of rhinestone and 
cut steel ornaments to more adequately 
meet the more immediate demand from 
the trade of the Middle West. 

Louis Rubin is in cha of the St. 
Louis branch. He formerly traveled in 
that territory and through the South- 
west and West. 


os 


Endicott-Johnson Improve 


St. Louis Headquarters 


St. Louis, Mo.—The St. Louis 
Endicott-Johnson Distributing Organ- 
ization have completed vast improve- 
ments at their buildi 12th and 
Spruce Street. The sample rooms have 
now been moved to the main office floor 
where they are in close contact with 
the selling and executive departments 
of the company and more convenient 
for the customer. 

An elaborate canopy entrance has 
been placed on the 12th Street side of 
the building where elevator service will 
be available for the customer. The lobby 
of the entrance has been newly de- 
corated with a reception entrance im- 
mediately adjoining the elevator on the 
main office floor where the customer 
will be ted by a special floorman. 
The divisional sales departments will 
adjoin the samples room where each 
executive can help merchants from his 
particular territory in his merchandis- 
ghee gen oow 

rank Nitchey, manager of the St. 
Louis branch, reports business’ in this 
territory showing a slight betterment 
over a year ago with indications for 
improvement during the coming season. 


English Move Toward 
Color Conferences 


LonpDoN, ENG.—A fashion conference 
on a scale hitherto unprecedented, took 
lace in secret recently in London. 

ival manufacturers met face to face 
for the first time and agreed to try 
and eliminate what has always proved 
to be one of woman’s greatest bugbears 
—matching the color of tweeds and 
silks, finding the right shade in mil- 
linery, the right stockings to match 
one’s evening frock, and then having 
the bother all over again when it comes 
to shoes. 

This bugbear is now to be remedied 
at an annual color conference when 
manufacturers of woolens, cottons, 
silks, hosie and even the dress- 
makers, milliners and parasol makers 
are to agree on one set of basic colors. 
From these basic colors hundreds of 
shades will be produced, and the result 
will be that whatever the color of one’s 
frock or the material of which it is 
made, there will be available scarves, 

erchiefs, shoes, hats and what- 
not all in tone. . 





Good Increase Noted 
in April Business 


Cincinnati Optimistic Over 
Prospects 


CINCINNATI, OHI0— Business for 
April showed a bigger increase over 
April of last year than any other 
month thus far has shown over the 
corresponding month of 1928 and, ac-, 
cording to manufacturers’ predictions, 
business will be good for the entire in- 
dustry throughout the year. A nice 
volume of orders has been booked for 
summer and some of the stylists are 
working on new patterns for fall. 

The demand at this time seems to be 
about evenly divided between novelty 
and conservative shoes with the novel- 
ties more sensible than a year ago. 
Most of the heels are lower and col- 
ors blend for costume wear. Black 
patent is in good demand and black kid 
has been consistently good all along. 

Light colors are favorites with kid 
and reptile best. These two materials 
are being used extensively in making 
up combinations for immediate delivery 
and it eppeace that these combinations 
will hold good into summer. The sales 
manager of a large firm, in forecasting 
styles for summer, predicts a good 
demand through the season for light 
reptilian leathers. Whites are being 
played a bit but are not quite as strong 
as they were expected to be. 

Although salesmen are in the field, 
it seems that a large part of the busi- 
ness being done at present is on the 
floor. Many merchants are visiting 
sample rooms and are placing orders 
for immediate and summer business, 
and mail orders for at-once-delivery 


are good. 


Improved Neon Tube Sign 
Now Made by Flexlume 


BuFFALO, N. Y.—The Neon gas tube 
illumination has now been added to 
the Flexlume line of electric signs. 

All units of these new Neon signs 
are built complete in the plant of the 
Flexlume Corporation in _ Buffalo, 
which is the largest plant in the world 
exclusively devoted to electrical adver- 
tising. 

The company claims to have devel- 
oped revolutionary electrodes, based 
on a new principle, which give a more 
brilliant illumination and longer tube 
life. Electric connections are auto- 
matic, high voltage wires are not 
touched and terminals are weather- 
proof, the company states. 

Flexlume designs now include signs 
illuminated with exposed lamps, Neon 
electric tubes, raised white glass let- 
ters and combinations of these three 
effects. Signs are also built with in- 
terchangeable glass letters for current 
attraction boards. 


Made Engineer 


PoRTSMOUTH. OHIO (UTPS)—C, H. 
Breckner, who has been in the account- 
ing department of the Selby Shoe Co., 
has been made chief engineer of the 
plant succeeding R. B. Cunningham, 
who resigned recently. 
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WHERE TO BUY 


Men’s @& Women’s 
Slippers 





PARISTYLE FOOTWEAR MFG. CO., INC. 
Factory and Salesrooms 
40-46 West 25th St., New York City 
$27.00 per doz. and up 


Catalog 
sent on 
request 


HIGH GRADE TURN MULES and D’ORSAYS 


In Stock 
unos 


Men’s and 
Women’s 
“Companion- 
ate” Slippers 
Turns only—Cata- 434 
log on request. $2.65 


L. B. EVANS’ SON CO. - - Wakefield, Mass. 











Black Kid 
BALLET SLIPPERS 
Made on Right and Left Lasts 
Wen. Mise. Celie 
cee—(Tep Grade) 1.65 18e ise 
Coast Prices Slightly Higher 
BROOKS SHOE 
MFG. CO. 
Philadelphie— IN 


1735 No. 6th &. STOCK 
Los Angeles—1162 80. Hill 8&t. 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” column. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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-MARTRI IMPORTING CO. 
Manufacturers and Importers 


CUT STEEL BEADED 
RHINESTONE 
SHOE ORNAMENTS 


245 West 34th St., New York City 
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In Stock Black Bal- 
let Slippers 
Ladies’ $1.25 pr. 
Misses’ $1.20 pr. 
Child’s $1.15 pr. 
BLOG SHOE CO., INC. 


147 Daane St 
New York, N. ¥. 






















The Famous Con- 
cave Arch Hard 
Toe Slipper, and 
all types of danc- 
ing footwear. At 
once delivery. Send 
for catalog. 


F. WINSLOW 


Boston Shoe Producers 
Sampling Leather Freely 


Boston, Mass.— Business in local 
shoe factories and wholesale houses 
has been fair. The color trend for fall 
has been definitely established and 
leather men are showing swatches of 
the new browns in calf and kid, ana 
are reporting a good response thereon. 
Imitation reptiles, as well as genuine 
watersnakes and lizards, are in good 
demand. One embosser of imitation 
reptiles is said to have -sold over 
2,000,000 feet of one print alone, dur- 
ing the past few months. White lizard 
is a favorite leather just now, and tan- 
ners are constantly introducing new 
snake and lizard finishes. White sheep 
for linings is in good call, with some 
grades difficult to supply. 

Black sides for men’s and boys’ dress 
shoes are selling in the proportion of 
90 per cent against 10 per cent of 
colors. Mat kid shoes are called for 
in black and brown in strap and pump 
models in increasing numbers. 

White kid McKays in a variety of 
patterns, both plain and trimmed, con- 
stitute about 60 per cent of the output 
of a nearby women’s shoe plant, with 
Boston salesroom. Dark blue and 
powder blue straps and ties in a wide 
variety of upper trims continue as 
good sellers. A _ surprisingly large 
number of greens and reds in kid and 
calf, with punched vamps, and quar- 
ters, as well as with more conservative 
uppers, are reported moving. 

akers of men’s shoes to retail at 
$4 and $5 are buying freely on black 
calf and high-grade side leather. Among 
the new finishes shown in leather is a 
“suede” kid. 


W. T. Johnson Retires 


CHICAGO, ILL.—An extraordinary ses- 
sion of The Shoe and Leather Associa- 
tion of Chicago met Monday noon, 
April 22, at the Hotel Bismarck, Chi- 
cago, to say good-bye to William T. 
Johnson, for many years the Chicago 
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Two Grades 

$150 wry $140 
1.35 1.80 1.25 SUMNER 
SMITH 
Chicago, Il. 


In Stock 
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Store Fixtures 


manager for Robert H. Foerderer Inc., 
and himself a former president of the 
Chicago association. Milwaukee sent a 
coterie of leather men to swell the num- 
ber of tanners, manufacturers agents 
and others in allied lines who filled the 
Bismarck’s dining room to do honor to 
a longtime trade associate and good 
friend. W. C. Bowman, generalissimo 
of Chicago’s thread industry, made the 
presentation of an engraved wrist 
watch and a fitted traveling case. Mr. 
Johnson is removing to California to 
enjoy a well-earned rest from an active, 
resultful career in the leather trade 
of the Middle West. 


Newburyport in Drive 


For New Industries 


NEWBURYPORT, Mass.—The annual 
banquet of the Chamber of Commerce, 
held in Masonic Temple, April 29, 
showed over 400 of the city’s business 
men cooperating in a program for com- 
munity advancement during the en- 
suing year. Gains made in industry 
during the past year, as indicated in 
the annual reports, have encouraged 
the civic and business leaders to new 
zeal and an effort to further advance 











the city’s industrial holdings. 





Shoe and Leather Library 


HAVERHILL, Mass.—Librarian Donald 
K. Campbell of the local Public Library 
has assembled a collection of over 125 
books and pamphlets relating to the 
shoe, leather, and allied trades, which 
upon inspection by leaders in the shoe 
and leather industry, has been declared 
to be the best list of such publications 
that has ever been assembled. 

Thomas F. Anderson, secretary of 
the New England Shoe and Leather 
Association, who has a large personal 
collection of such publications, has 
inspected the local collection and ac- 
claims it the largest and best he has 
ever seen. 





Executive Structure of 


Alpina, S. A. Changed 


BERNE, SWITZERLAND—At a meeting 
of the stockholders of The Compagnie 
Alpina, S. A., held here recently, the 
executive structure of the company was 
reorganized. The resignations of Jan 
Telenga, Georges Chapelle and Pierre 
Gogelein were tendered and accepted. 

Temporary officers were elected to 
serve until the next meeting to be held 
in May, at which time permanent offi- 
cers are to be elected. 

The reorganization of the executive 
staff of the company does not affect the 
factory staff, headed by Dr. A. Pfister, 
who remains, as before, in charge of 
production, thus assuring continued 
perfection of the product. 

F. Hecht & Co., Inc., of New York, 
continue, as heretofore, the exclusive 
American distributors of Alpina Rep- 
tile Leathers. 


New Company Making 
Gold Seal Rubberwear 


MIDDLETOWN, CONN. — Final stock- 
holders’ meetings of the Goodyear Rub- 
ber Company are to be held in the near 
future to consider and confirm the vote 
and action of the Board of Directors, 
voluntarily dissolving and its corporat- 
ing existence terminated in accordance 
with law; also to take further action as 
to liquidation of its assets, the payment 
of its indebtedness and the winding up 
of its affairs as the stockholders may 
seem advisable. 

A new Company, The Goodyear Rub- 
ber Company, organized under the laws 
of the State of Connecticut, January 
30, 1929, is now operating the Middle- 
town, Connecticut plant, and producing 
the same Gold Seal rubber footwear 
which enjoyed such an enviable position 
in the rubber footwear world for a 
great many years. 





Selby Meeting, May 14 


PortsMoUuTH, OHIO (UTPS)—The 
stockholders of the Selby Shoe Co. will 
hold their annual meeting May 14 at 
2 p. m., at the company’s office, when 
directors for the coming year will be 
selected. The directors will meet later 
to name new officers. The annual re 
port of the company will also be made 
at that time. 
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In New York 


NEw York, N. Y.—Sam Beeson, sales 
manager, J. L. Sullivan stylist, and 
Geor, Carrell, pattern man, all of 
the Boyd-Welsh Shoe Co., St. Louis, 
were in New York this week attending 
the styles conference. At the same 
time they devoted considerable time to 
promotional work on Peacock Shoes. 


Dr. Lelyveld Speaks 


Derroit, Micw. (UTPS) — Doctor 
Joseph Lelyveld, executive director of 
the National Association for Foot 
Health, was the featured speaker at the 
fourteenth annual convention of the 
Michigan Chiropodists’ Association, 
held at the Book-Cadillac Hotel in 
Detroit on Monday and Tuesday, April 
29 and 30. Doctor Lelyveld’s subject 
was “Foot Health and the Care of the 
Feet.” 


Buys Store’s Stock 


MiaMI, Fua. (UTPS)—The Family 
Shoe Store of Miami has been bought 
out by S. H. Palmer, owner and oper- 
ator of Palmer’s Shoe Box. The stock 
was taken to the Shoe Box and offered 
for sale beginning May 1 at a special 
rice of two pairs for $5. The Family 
Shoe Store catered to women and 
children only. 


To Open New Store 


CLEVELAND, OHIO (UTPS) —The 
Miller United Shoe Co. will discon- 
tinue their Alliance, Ohio, store soon 
after | 1, but will open a new store 
at 1115 E. 139th St., Cleveland, Ohio, 
to replace it. This will make 13 stores 
in greater Cleveland and one outside. 


Buy Ironside Store 


Hastines, Micu. (UTPS)—Harold 
I. Smith and John H. Crue have pur- 
chased the stock and fixtures of the 
Ironside Shoe Company of Hastings, 
from the former owners and will con- 
tinue its operation. Mr. Smith has 
been an employee of the company for 
a number of years. 


Coens with Klee Bros. 


Cuicaco, Inu.—Fred J. Coens was 
recently appointed manager and buyer 
of Klee Brothers & Co.’s shoe sections, 
succeeding Frank Bright. Mr. Coens 
counts many years, as well as many 
friends, in the trade of this city, 
through his long-time connection with 
2 5. Holden Inc. and The Hub, men’s 

re. 


Jay’s Shoe Store Moving 


Provipence, R. I. (UTPS)—Jay’s 
Shoe Store of Westminster Street, this 
city, is having a mammoth sale prior 
to moving to a new, unannounced loca- 

The building in which the store 

now located has been leased to an 

out-of-town firm which intends razing 
the building to erect a new one. 





Shows Growth of Shoe- 
making in Portsmouth 


PoRTSMOUTH, OHIO (UTPS)—N. B. 
Griffin, production manager of the 
Selby Shoe Co., in a talk before the 
Portsmouth Kiwanis Club, May 1, out- 
lined the great development of Ports- 
mouth as a shoe manufacturing center 
and explained some of the radical 
changes which are taking place in the 
industry from the manufacturing 
standpoint. He gave an exhaustive re- 
view of the industry and showed that 
manufacturing conditions in the boot 
and shoe industry were undergoing a 
radical change, largely because of mass 
production, coupled with the caprices 
of the style world. He declared, how- 
ever, that with thought and applica- 
tion the new problems can be solved 
and that shoe manufacturing will soon 
be placed on a safer plane. 

Mr. Griffin showed that Portsmouth 
produces two per cent of the 115,000,- 
000 pairs of women’s shoes manufac- 
tured in the United States yearly: He 
stated that the payrolls of Portsmouth 
shoe factories amounted to more than 
$5,000,000 yearly which was paid. to 
4500 workers. He further stated that 
the Selby Company is the second 
largest advertiser in the shoe manufac- 
turing industry in the country. 

The speaker exhibited a pair of high 
suede women’s shoes which were in 
vogue a short time ago and also speci- 
men of snake and other reptile skins 
now used extensively for the manu- 
facture of shoes. He also showed shoes 
sold in the Paris market. 


Introduces Many Styles 


MINNEAPOLIS, MINN., May 4 (UT- 
PS) Following extensive advertising 
Panor’s today introduced “more than 
100 wonderful new styles” at $5.50 in 
the Twin Cities and Duluth. An intro- 
ductory offer of hosiery was made at 
$1.28 for $2, $2.25 and $2.50, per pair, 
stockings. Panor has two shops here 
and the introduction was for both 
stores. Vice-president John Panor 
was at the opening of the new Lotta- 
Style department of the Duluth store. 


Stendal Takes Window 
Space 


MINNEAPOLIS, MINN., May 4 (UTPS) 
—C. M. Stendal, the Shoeist, in addi- 
tion to opening a new store at 1001 
Nicollet Avenue, has taken valuable 
window space in the Baker Arcade 
displaying Edwin Clapp and Arch 
Preserver Men’s shoes. His slogan is 
“Snappy shoes make snappy men.” 
Thousands of people pass through the 
Arcade daily and the space is great 
publicity. 


To Open Branch Store 


ATLANTA, GA. (UTPS)—The Bras- 
ley Krieger Shoe Company, of 522 Fed- 
eral Street, Pittsburgh, Pa., is plan- 
ning to open a branch store in Atlanta, 
it is announced. The exact location has 
not yet been decided upon, but an- 
nouncement to this effect will be made 
shortly, it is understood. 


WHERE TO BUY 


Women’s Novelties 





im Stock $3 te $5 Sellers 


72 Lincoln St, 
Beston, Mass. 
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at PROCESS 
oe, produces footwear of remark- 
amin am | eed smartness and 


BOND SHOE COMPANY 132 Duane St., New York 
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WHERE TO BUY 
Children’s Shoes 





Approved by Medical Men 
4s a fully ventilated shoe, 
the Burkley Ventilated 
Foot Developer is unex- 
celled. Well known sur- 
geons recommend its use. 


Burkley Shoe Co. 
1156 Ne. Main 8t. & 
Brockton, Mass. 














me 
and Middiemose 


‘ Kiddic wells 





A GOOD BUY AT 70c. 


Full Chrome Pat. One Strap, 
McKay, one lift heel, eushior 
tree ie pair soe 
Price $6.76, 6% 16 


S & CORCORAN 
6o., IN 
460-462 Union 8t—~ 
Lynn, Mase. 











Jesse Adler Abroad 


New York, N. Y.—Jesse Adler, head 
of the Adler chain of men’s shoe stores 
and chairman of the men’s style com- 
mittee of the N. S. R. A. sailed for 
Europe Friday, May 10, aboard the Ile 
de France, for a nine weeks tour, which 
will take in the principal points of style 
interest. He will observe the trend of 
style in men’s shoes and also endeavor 
to secure new ideas in store equipment 
and architecture to be incorporated in 
new stores that the Adler chain will 
open. 

His itinerary includes Paris, Nice, 
Rome, the Lido, Vienna, Berlin and 
London. 
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WHERE TO BUY 
Wooden Beach Shoes 











Wood Sole Bathing Sandals 
Ladies’ and Men's 
toe: 












Mfrs. 
vu. & 


A. H. RIEMER SHOE CO. 
20th & Vilet Sts., Milwaukee, Wis., A. 





ON 10 DAYS APPROVAL 
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WHERE TO BUY 
| Slipper Supplies 

















Telephone Algonquin 6722-6723 
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WHERE TO BUY 


Women’s Shoes 
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TO RETAIL TO RETAIL 





REST-O-ARCH 





Miss Case crystallized in one criti- 
cism the answer to the increased pair- 
age of women’s shoes at retail: 

“The average American woman does 
not consider her shoes as an important 
accessory to be chosen as a definite 
part of a costume, but usually buys 
the first pair of shoes that attracts her 
attention regardless of what costume 
it must be worn with. She usually 
buys shoes that are too fancy and with 
too high heels, thus attracting atten- 
tion to her feet. She likes the idea 
on a shoe rather than the correct ideas 
behind the making of a shoe, that is, 
comfort, support, lines that give dis- 
‘tinction and manner, and, of course, 
unobtrusive leathers and colors. Shoes 
are a detail of the ensemble, not some- 
thing to catch the eye. But the worst 
mistake lies in the lack of understand- 
ing concerning the correct leather, 
color, heel, and type of shoe suitable 
for various occasions. 

“The correct shoe for the occasion 

is something you manufacturers and 
retail men have not particularly em- 
phasized. It is actually the first con- 
sideration of the well-dressed woman 
in selecting her shoes, a consideration 
which comes far in advance of fashion. 
This has always been true, but more 
and more women have learned and are 
learning to dress well throughout the 
country. The well-dressed woman 
doesn’t go in and say, ‘I want a new 
kind of shoe with polka dots on it.’ 
She goes in and says, ‘I want a shoe 
to go with my tweed suit,’ or ‘I need 
a pair of shoes to wear in the morn- 
ing with my walking suit,’ or ‘in the 
afternoon with my afternoon dress.’ 
Yet somehow in manufacturing them, 
and certainly in retailing them, you 
don’t sell them to her enough in that 
way. 
“I think you could sell women lots 
more shoes than you do if you did that, 
emphasized it from that standpoint. 
That doesn’t mean that she has to 
have a pair of shoes with everything 
she owns, but she should be right in 
what she wears. 

“In manufacturing shoes, don’t com- 
promise; don’t think you are going to 
make a shoe that will do for three 
eecasions because there is no reason 
for that. It is not attractive. Sports 
shoes should look like sports shoes, 
and have a sturdy quality about them. 
Do not give us sports lines with French 
heels. We think some very excellent 
promotion work could be done in this 
field of education. Certainly, the sales 
people should have an_ intelligent 
knowledge of what the customer 
means when she asks for a certain type 
of shoe.” 

Miss Case then illustrated by models 
eleven costumes indicating advance 
trend with particular emphasis on 
seven pairs of shoes needed for a 
week-end trip. 

A question from the audience to 
Miss Case brought out the fact that 
patent leather pump is particularly 
smart in Paris. 

The outstanding presentation of the 
day prepared by B. Altman & Co. of 








G \orified S tyles { onference 


[CONTINUED FROM PAGE 39] 


New York consisted of nine models, 
each dressed in perfect ensemble to 
the shoe colors: Beechwood, Sierra 
Brown, Prado Brown, Chocolate Brown, 
Autumn Green, Chianti Red, Nautical 
Blue, Antique Purple and Blue Gray. 
This presentation by Mme. Hamilton 
Jeffries, fashion editor of the Boor AND 
SHOE RECORDER, of import models, il- 
lustrated the place and purpose of 
each of the colors, and a diversity of 
leather materials. 

After a thorough description of the 
costumes and their place in the Fal! 
mode, Mme. Jeffries spoke on a new 
era on style pageantry. She told how 
in the past six years she had organized 
over five hundred presentations of 
fashion, in costume, hosiery, shoes, 
jewelry and millinery. She advocated 
more little intimate style shows by th 
retail shoe merchant to acquaint th 
public with good taste in footwear se 
lection, and with the actual merchan- 
dise stocked in the store. The addi- 
tional highlights of her talk will 
appear in an early issue. One state 
ment by her deserves mention here: 

“Black is 50 per cent if not 65 per 
cent the volume of Fall business. The 
smart woman is going to wear black, 
but she will accent it with something 
like light gloves, stockings, or trim on 
the shoes. Merchants should not go 
into black too much, for it is necessary 
to give the sparkle of colors if you 
want to get the real volume in pairage. 
Skirts will be a little longer and a 
little fuller, and good taste must je 
developed in shoe patterns.” 

Mrs. Winifred Ovitte of Women’s 
Wear said: “There is perhaps no 
stronger factor in the complete style 
program than the color appetite on the 
part of the consumer. It is just as 
strong, just as positive as some of 
the other human appetites and just as 
natural. We are all subject to the 
seduction of color, and it is perhaps 
true that color sells more merchandise 
than any other single style element. 

“Footwear may blend with the 
smaller accessories, to respond to the 
millinery, the coat, the frock, or the 
fur, or now it may be independent, 
especially in sport styles or in specta- 
tor sport styles, where there are fre- 
quently several colors involved, as the 
variation of footwear in a single cos- 
tume possibly. This variability and 
restlessness in the interpretation of the 
ensemble permits of self-expression 
which is the vitality of style. 

“To lay down any fixed rules for it 
is a mistake. The standardization of 
fashion elements is against fashion in- 
terest which are as dependent as the 
stock markets on the idea of change 
and fluctuation for increased invest- 
ment.” 

A radiogram vote of thanks to ‘Irs. 
Margaret Hayden Rorke who sailed for 
Europe last Saturday was spons.red 
by Mme. Hamilton Jeffries and ap- 
proved by Chairman McNeil, for to the 
managing director of the Textile Color 
Card Association great credit was a 
knowledged by the joint industries 
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“OQOMONA” 
Imported Woven Leather 
(Woven LEATHER STRIPS) 
B-138—Combination Beige, Blue and 


White Leather Strips in Vamp with 
Beige Kid Quarter and Trim. .$6.00 


B-139—Combination of Black and 
White Leather Strips in Vamp with 
White Kid Quarter and Trim.$6.00 


Terms Net 30 Days 
Twenty-five cents additional for orders 


“DEVON” 

Imported Woven Leather 
(Woven LEATHER SrTRIPs) 
B-135—White Woven Leather Strips 
with White Kid Quarter and 

Trim. $6.00 
B-136—Combination of Light Beige 
Seafoam Green and White Kid 


Leather Strips in Vamp with re 


Beige Quarter and Trim 


The Menihan 
Company 


In-Stock Department 
Rochester, N. Y., U. S. A. 


The Season’s Shoe Hits—IN STOCK 


“CAIRO” 

Imported Woven Leather 
(Woven LEATHER StTRIPs) 
SPECIAL PROCESS 
B-112—Combination of Green, Beige 
and White Kid Leather Strips in 
Vamp, with Beige Kid Quarter; 
Collars and Straps of Medium 
Green Mat Kid; Beige Kid Cov- 
ered Heel .00 
B-113—Combination of Red, Beige 
and White Kid Leather Strips in 
Vamp, with Beige Kid Quarter; 
Collars and Straps of Red Kid; 
Beige Kid Covered Heel $6.00 
B-114—Combination of Brown, Beige 
and White Kid Leather Strips in 
Vamp, with Beige Kid Quarter; 


of less than three pairs. 





Collars and Straps of Brown Kid; 
Beige Kid Covered Heel .00 





No More Copies 
of the Shoe and 


Leather Lexicon 


The present edition of the Shoe and 
Leather Lexicon is exhausted. No 
more copies of this shoe and leather 
trade dictionary will be available un- 
til a new edition has been printed, at 
which time notice will be given. 


Boot and Shoe Recorder 
80 Federal St. 





Boston, Mass. 





IN-STOCK 
IMMEDIATE DELIVERY 


Imported Czecho-Slovakian Sandals 


Made on American Lasts 


No. 1244—Beige 
No. 1245—White 


$3.00 per pair 
3.25 per pair 
3.25 per pair 


C Width only—Sizes 3 to 8. 


BLOG SHOE CO., Inc. 
147 Duane St. New York, N. Y. 
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POSITIONS WANTED 
LINES WANTED 

ALL OTHERS 

ALL gy» soe 


4c per word. Minimum Charge 75c. 

4c per word. Minimum Charge 75c. 

Ze per word. Minimum Charge $1.25 

per inch. Allow 45 words to an inch 


Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 80 Federal Street, Boston, Mass., on 

Monday of the week of publication in order that advertisements be published same week. 

Otherwise insertion will be put over to the following week’s issue. 

Wheu advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desires replies forwarded direct to their address 
each word of their address must be counted in 
vertisement and paid for accordingly. 
Payment in advance is required, except when regular 
advertisers, as amounts are too small to open seccounts. 








the ad- 
































SALESMEN WANTED 





SALESMEN WANTED 


SALESMEN WANTED 

















PROFITABLY at $4, $5, $6. 


stores. Commissions paid weekly. 
carry, and give references. Address 


Salesmanager 


SIDE-LINE SALESMEN 


SHORT, SNAPPY MEN’S LINE, IN STOCK. 
Will appeal to live stores. 
1 tray. The best Men’s shoe proposition in the U. S. today. Territory opens 
Greater New York, Philadelphia and New Jersey, Western Pennsylvania, 
Chicago, Iowa, Nebraska, Kansas, Oklahoma, Texas, and a few other States, 
to Salesmen with non-competing lines who travel territory closely, selling best 
State territory you cover, line you now 


FEATURE SHOE CO. 


Smart City Styles to retail 
Can be carried in 


Lynchburg, Va. 








Salesmen Wanted 


Side line salesmen. Nationally 
known manufacturer of women’s 
high grade corrective welts has 
opening for successful side line 
men in Eastern, Middle West 
and Southern States. Twenty- 
five fast moving in-stock num- 
bers. Unlimited opportunity. 
Commission, seven per cent. 
State line now carrying. Ad- 
dress B-118, care Boot and Shoe 
Recorder, 189 West Madison St., 
Chicago, Illinois. 


Salesmen Wanted 


for Louisiana, Indiana, Montana, 
and several other desirable terri- 
tories to sell fast, snappy line of 
ladies in-stock high-styled novelty 
shoes. This is big proposition, of- 
fering permanent and profitable 
connections to a real hustler. 
Address SHU-STILES, INC. 


1330 Washington Avenue 
St. Louis, Missouri 











Opening in Canada 
For two or three live wire sales- 
men to sell exclusively, or as side 


line, the fastest line of Ladies’ 
Novelty shoes, wo ye from 


Pod  Und yl, Sn "stag 
00, and on stra ig’ 
com ion basis Big earnings 


possible. When replying give D pres- 
ent connections and experience. 


Address B-104 
care Boot and Shoe Recorder 
80 Federal St., Boston, Mass. 








Salesmen Wanted 


by a Saint Louis distributor for 
some choice territories to sell hot 
selling line Ladies’ Novelty shoes 
retailing at $4.00, $5.00, and $6.00, 
on commission basis. Big oppor- 
tunity for real earnings. 


Address B-103 
care Boot and Shoe Recorder 
80 Federal St., Boston, Mass. 





Salesman Wanted 


To carry Stitchdowns in Mary- 
land, District of Columbia, West 
Virginia, Minnesota, Indiana, 
North Carolina, North Dakota, 
South Dakota, South Carolina, 
Tennessee, western portion of 
New York State, Delaware, 
Arkansas and Nebraska. Side 
Line permitted. Straight Com- 
mission basis. Address B-78, 
care Boot and Shoe Recorder, 80 
Federal St., Boston, Mass. 








Genuine Opportunity in 
Money Paying Side Line 


Our client is marketing a new line of 
men’s spats, designed by a famous Png- 
lish stylist. Spat sales increased 200% 
or better last year. This year will show 
a similar increase. Here is a splendid 
opportunity to step-up your income with 
a profitable, dignified side line, backed by 
real merchandising assistance and national 
advertising. Write at once for particu- 
lars, stating territory covered 





The Robbins & Pearson Co. 
390 East Broad St., Columbus, Ohio 





























ae er ware with established terri- 
a *% Fnamenyge: no line 





tery ered. inn St. Paul, Minn. 
HOE salesmen wanted to carry as a side line 
S rhinestone shoe 


Pee Rae oe ee oe 
buckles, metal cut steel Address 


buckles. 
Fi, Boot and ‘Shoe 
, no Recorder, 80 Federal 





Two Experienced Salesmen 


with established trade in Chicago 
and Detroit wanted by Eastern 
manufacturer of women’s medium 
priced arch support welts. Line 
offers exceptional values with up- 
to-the-minute styles carried in 
stock from A to EEE. Liberal 
commission. Real opportunity for 
competent men. 


Address B-112 


care Boot and Shoe 
80 Federal St., Boston, Mass. 











SALESMAN WANTED to carry compete line 
of in-stock slippers and workshoes on com- 
. mission basis. No objection to non-conflicting 
lines. Address B-95, care Boot and Shoe Ke- 
corder, 80 Federal St., Boston, Mass. 








SALESMEN WANTED — Nationally advcr- 
tised line of In-Stock Leather House Slip 
pers. Side line men who live on territory and 
travel by auto. Experienced shoe men with 
following preferred. ll territories will be cc 
sidered. Address B-114, care Boot and Shoe 
Recorder, 80 Federal St., Boston, Mass. 
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SALESMEN WANTED 








Salesmen Wanted 


FAST SELLING STYLE BOYS’ 
calf skin shoes in stock Western 
factory, quality guaranteed, popu- 
lar prices. Straight commission, 
6%. One grip, eighteen samples. 
Fall line now ready. May be car- 
ried in connection with approved 
line of women’s or children’s shoes 
in following territories travelled 
by auto: 

NEVADA, UTAH, COLORADO, 
WYOMING, TENNESSEE, 
ALABAMA, VIRGINIA, DELA- 
WARE, MARYLAND and NEW 
YORK STATE (outside New 
York City). 

Give full information. Address 
B-93, care Boot & Shoe Recorder, 
189 W. Madison St., Chicago, 
Illinois. 











'ANTED — Experienced shoe salesman to 

carry pular priced shoe specialties on 
liberal straight commission basis, in connection 
with lines they are now selling. Write fully 
giving experience, territory covered and type 
of line now selling. Address B-122. care Boot 
and Shoe Recorder, 80 Federal St., Boston, 
Masss. 





SALES-MANAGER — Man for capable line 

and to handle resident salesmen. State expe- 

rience, reference. Address B-123, care Boot 

_ Shoe Recorder, 80 Federal St., Boston, 
ass. 





SIDE LINE SALESMAN WANTED—To sell 
women’s comfort shoes from stock. These 
shoes are flexible welts made on a special proc- 
ess to sell from $2.00 to $2.75. Morning Glory 
Slipper Co., Campello, Mass. 





SALESMAN to carry side line of men’s, wom- 
en’s and children’s felt and leather soft soled 
eons also with heels, for an established 

Good commission basis. Antonoff 
Novelty Slipper Co., 71 Greene St., New York, 





WEST OF MISSISSIPPI—A well known 
manufacturer of Men’s High Grade Shoes, 
located in Brockton, has a special side line 
proposition for salesmen west of Mississippi 
river. A short stock line of Men’s Shoes, ex- 
cellent materials and beautifully made, priced 
at $4 to the dealer. Address B-115. care Boot 
ni Shoe Recorder, 80 Federal St., Boston, 
ass. 





SE APUPACTURERS of infants’ and chil- 

dren’s turns and welts with large in stock 
department requires a resident salesman for 
New York City, also one for Philadelphia and 
vicinity. Straight commission with bonus for 
large volume. Only producers need apply. Ad- 
dress B-111, care Boot and Shoe Receeder, 80 
Federal St., Boston, Mass. 





SALESMAN WANTED —Territory o 
lifornia and ie yng Stylish 

> of children’s and misses’ turn_shoes 

dress B-124, care ag nat Shoe Recorder, “S 

Federal St., Boston, 


TO LEASE 


Litas DEPARTMENT—We have space for 
LL. hosiery and junderwear department on 

is in a men’s and women’s store in 
ir per cent location in Topeka, Kans. Only 
responsible parties will be considered. Address 
communications to-—-Walter Peltason, 713 Kan- 
sas Ave., Topeka, Kans. 











LEASE DEPARTMENT—We have space for 
ig dies’ shoe department. on lease basis in a 
men’s and women’s store in 100 per cent loca- 

= in Topeka, Kans. Only responsible parties 
will he considered. Address communications to 

Reiter Peltason, 713 Kansas Ave., Topeka, 
s. 


POSITION WANTED 


BUSINESS OPPORTUNITY 








WANTED— Office, anleo—somopinte knowledge 
shoe game. Factory, office, sales, shoe store 
experience ladies’ novelties. Executive Boston 
factory five years buying, production, advertis- 
ing, inventory, taxes and style. Sold findings 
and managed office. Middle West calling tan- 
neries and factories everywhere. Wish final 
responsible position where work gets results. 
Best references, locate anywhere, available now. 
Completely equipped as buyer or routine 
worker. Address B-101, care Boot and Shoe 
Recorder, 80 Federal St., Boston, Mass. 





SEEKING a change as assistant buyer or 
manager. Have twelve years of extensive 
retail experience as salesman, manager and 
assistant buyer. Selling shoes at $8 to $15. 
Can submit good reference. Address B-116, 
care Boot and Shoe Recorder, 80 Federai St., 
Boston, Mass. 





OSITION WANTED —Experienced shoe 
salesman wants good line of ladies’ novelty 
in stock shoes on the road. Prefer Oklahoma 
or Texas, would consider other states or mana- 
ger of shoe department. Address B-117, care 
Boot and Shoe Recorder, 80 Federal St., Boston, 
ass. 





PERSONNEL MAN, now in charge of depart- 

ment of one of the largest shoe chains, now 

available. College graduate with thorough prac- 

tical knowledge of sales employment, recruiting, 

promotion, publications and training. Address 

= 120, care Boot and Shoe Recorder, 80 Federal 
, Boston, Mass. 





EXPERIENCED buyer-manager, wishing to 

remove his family to Pennsylvania, desires 
connection with going shoe store or department, 
in a town conducive to buying property and 
establishing permanent home. Will stand rigid 
investigation. Address B-121, care Boot and 
Shoe Recorder, 80 Federal St., Boston, Mass. 





FOR SALE 





FOR: SALE—Retail shoe business in Pennsyl- 

vania, established 25 years. Good reasons 
for selling. Real buy for quick sale. Address 
B-96, care Boot and Shoe Recorder, 80 Federal 
St., Boston, Mass. 





U CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any- 
one at home in a few weeks. 
for training; openings everywhere 
all the trade you can attend to. No capi- 
tal required or to buy; no agency or 
soliciting. Address Stephenson bora- 
tory, 21 Back Bay, Boston, ’ 











WANTED TO PURCHASE 








If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 

KIRSCH-BLACHER CO., INC. 


624 Broadway New York 
Phone Spring 1448 











TO BE SURE THAT YOU RECEIVE 
THE VERY HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 


Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y. 








Quick Cash Buyers 


Retail Shoe Stores—Stocks or Odds and 
Ends. Unexpired leases taken over. 
Phone or write. 


POSTER @ DEUTSCH 
436 Grand St. New York City 
Dry Dock 0352 














OR SALE—A valuable shoe store, 44 years 

in business in Mahanoy City, Pennsylvania, 
known as the Hornsby Shoe Store, will be 
offered for public sale on Friday afternoon at 
2 p. m., May 17th. Shoe stock will be sold 
subject to lease of store room for one year or 
more, or shoe stock will be sold for removal 
from the premises to the highest bidder. Ad- 
dress B-110, care Boot and Shoe Recorder, 80 
Federal St., Boston, Mass. 





R SALE—The best paying small shoe store 

in college town—$1000 for location and ten 
years established trade. Address B-119, care 
Boot and Shoe Recorder, 80 Federal St., Bos- 
ton, Mass. 





FOR SALE—Well established retail shoe busi- 
ness in a good live town of about 2000 popu- 
lation with good country trade. Must be sold 
at once. Full details, write Ehner A. W. 


Kellermeyer, New Bremen, Ohio. 





FoR SALE OR RENT—Modern shoe factory. 
Completely equipped. Ready for operation. 
Maximum production 700 pairs daily. Ideally 
located in progressive town of 10,000.  Attrac- 
tive terms. Address Statesville Shoe Mfg. Co., 
Box 417, Charlotte, N. C. 


LINE WANTED 


WANTED—2y thoroughly experienced sales- 

man who has successfully covered Central 
and Western New York for years with own line 
of children’s shoes, 4 real strong line women’s 
novelty shoes at popular prices. Address B-113, 
care Boot and Shoe Recorder, 80 Federal St., 
Boston, Mass. 











MANUFACTURERS NOTICE—Want strong 
novelty factory to make shoes under my 
trade name, not costing over $2.25. To the 
manufacturer making real fast styles in ladies’ 
McKays that are clean, I have got a live wire 
proposition, if you are looking for real ‘4-4 
at no cost to you for di I 

ested communicate with: ROBERT ‘STEVENS, 
Dyersburg, Tenn. 





MERCHANTS’ NEEDS 








SS 
| WINDOW 
DISPLAY FIXTURES 


SEGALLE SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS | 
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"THE big H-W line of shoe store 
chairs covers all seating 
needs. The type of chair, 
above, will deliver satisfactory 
service over a period of many 
years. Investigate our free 
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SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 
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SHOE CARTON & LABEL MFCS 
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Tariff— 
As You Were 


[CONTINUED FROM PAGE 33] 


their way clear to reorganize the need 
of a duty on shoes to offset partially at 
least the difference in labor cost here 
and abroad, and I want you to know 
that the National Boot and Shoe Man- 
ufacturers Association has not changed 
its position since yesterday one iota, 
and we shall continue to fight with as 
much power as we possess for what we 
believe is right, and that is free raw 
material, free hides and skins, and a 
reasonable, fair duty on shoes. 

“It is not the number of shoes im- 
ported the last year that is so disturb- 
ing, as the rate of increase which is 
alarming. When you think that in the 


of shoes have increased over one hun- 
dred per cent, it is serious. A million 
and a half shoes have come into this 
country in the last three months. 

“This fight is being ably handled for 
the association by J. Franklin McEl- 
wain and his committee.” 

Fraser M. Moffat, president of the 
Tanners’ Council, spoke on the tariff, 
and said: “I think you all quite realize 
what is running through the minds of 
retailers, manufacturers and tanners in 
this year of grace, 1929, when we have 
just listened to the report of the Ways 
and Means Committee in Washington. 

“Following, as I properly should, the 
retailer, the manufacturer, and as the 
tanner, listening to what Mr. Keith has 
said, it would quite impossible for 
me, representing the leather industry, if 
I did not at least express our keen dis- 
appointment and our sense of smarting 
injustice at what has just happened in 
Washington. After expressing that 
feeling, however, which I am quite sure 
is shared in by all men of whatever ex- 
treme views there may be in any of our 
organizations, let me repeat what Mr. 
Keith said so wisely—quiet, steady, per- 
sistent tariff effort in order that these 
two great industries may receive the 
justice that is theirs and which has been 
sadly lacking during the last seven 
years. 

“We are asking merely for a read- 











justment and a revaluation of the na- 











buy and 
slippers 
IN 
STOCK 
36 Pair Cases 
A. W.G 
12 Duncan St. - 


Boston office, 78 Lincoln Street 
Mx. Corrina anp Mr. Carr 


REEL 


Merchants 


rebuy Greeley 
Boudoirs year in and year out 
because they are the best house 


turned in black and col- 
ored leather, rubber or 
leather heels. Ask your 
jobber—or write to us. 


- Haverhill, Mass. 
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Samples mailed free on request. 
EMIL RUBLACK 
140-142 West Broadway 
Betablished 1908 New York 











Pete fee Guaeies of, antes Seba 
and Window Valances 


THE HECHT FIXTURE CO. 
888 South Wells St. CHICAGO 














No More Copies of the 
Shoe and Leather Lexicon 


The present edition of the Shoe and Leather Lexi- 
con is exhausted. No more copies of this shoe 
and leather trade dictionary will be available until 
a new edition has been printed, at which time 
notice will be given. 
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LABELS 


The DISTINCTIVE and 


PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


53-39 W* 34 1S NYC. 
Phone WISCONSIN 8130 








tional viewpoint toward my industry, 
which last year produced over $500,- 
000,000 worth of leather, and to your 
industry, which produced over $1,000,- 
000,000 worth of manufactured prod- 
ucts. 

“We, too, have confidence in our lead- 
ers, and we propose to see to it that our 
position is maintained honestly, honor- 
ably and to the bitter end.” 
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The BACKBONE 
of the Shoe « « 


apd as the spinal column sustains 
and gives firmness to the human 
frame, so too the Crawford Shank 
supports and strengthens the shoe. 
This Arch Supporting Shank em- 
bodies the combination of rigidity 
and flexibility. It is a resilient steel. 
brace built into the shoe. A truss, riv- 
eted to the under side of the shank, 
keeps it in its original curved shape. 





United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


The Crawford Nhank 


One end of the Crawford Shank @ 
is slotted and fitted around a split 


rivet so that it will slide back and \ 
forth as the weight of the body LoSPMiT RIVET. 
TO INSOLE 


is applied and removed from the ELONGATED SOT 


foot, yielding just enough, under PeRChiON Ne 
pressure, to accommodate the nat- 
ural flattening of the arch. When 
the foot is raised, it springs back 
into its original position. 


GAC 


O TRUSS 
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Getting More Shoes Sold Right; not only “more” but “right”; 

for the right purpose, to the right wearer, in the right fitting, p Bye vl the 

Se hechaggd oyh om ofit. riethie le the great problem of the retail 
chief sag ‘ong wl of Tue Boor anp SHoe Recorver 

ot ih ae it; for this is the basic pr 


oblem upon which depends 
the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 
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VULCO-UNIT 
BOX TOES 


WwW 
FOR SCHOOL AND 


PLAY SHOES 


Six is essential today even in children’s 
school and play shoes... . Yet, above all... 
children’s shoes must be durable. At the 
toe ... where style is most evident . .. where 
the wear comes hardest ... Vulco-Unit Box 
Toes provide the ideal combination — 
lasting style and comfort together with 
rugged wearing qualities 
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